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OST of the daily newspapers of this country 
are strangely remiss, strangely inefficient, in 
regard to two matters which it might be 

supposed would engage their earnest attention. They 
have shown little interest in defending their good 
friends, the merchants, against indiscriminate and 
unjust blanket indictments of profiteering, and they 
have done very little to counteract the evil teachings 
and vicious falsehoods of the unprincipled agitators 
who are rapidly poisoning the minds of workers, both 
alien and native. 

In regard to the first, they have helped along the 
charges of profiteering by sensational playing up of 
the rare occasional cases which have developed. They 
seldom tell the public the plain truth regarding folly 
and wastefulness in household and personal expendi- 
tures, the greatest of all causes of inflated prices. 

They permit these unjust attacks upon merchants 
of all classes, seeming not to recognize the fact that 
the merchants are their best friends and the main 
source of their earnings, which have been generous in 
this last year or two. They seem to manifest no con- 
cern when the merchant’s accumulated capital of 
good will is cut into, through popular clamor or 
blundering and demagogic governmental accusations, 
the latter usually as unjust and poorly informed as the 
other. 

With regard to the other matter, the newspapers 
seem to be incapable of any effective effort in counter- 
acting the evil work of agitators which is so danger- 
ously undermining our industry and trade. In fact, 


they do not seem to know that such work is being 
done. 


More than this, many of them have joined in 
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a sentimental maudlinism of reaction against even 
what little the department of justice has done in the 
way of scotching the evil agitators, under specious and 
empty appeals for ‘free speech.” As if free speech 
was in any possible danger in this babbling, gabbling, 
garrulous land. 

It seems to us that no appeal ought to be necessary 
in order to induce reputable newspapers to waken 
themselves up regarding these matters, other than an 
appeal to their own self-interest. It seems to us that 
every reputable newspaper has much to gain and 
nothing to lose by actively, earnestly and persistently 
endeavoring to clear up popular misapprehensions on 
these subjects. That they have not done more al- 
ready appears to indicate a shrinking from responsi- 
bility, a refusal to look facts in the face, an ignoring 
of opportunity and duty, which ill become supposed 
leaders of opinion. Why do they not reach out and 
tackle these things in earnest? Nobody wants the 
newspapers to forego the privilege of stirrig up the 
community with new sensations; nobody wants them 
to stretch a point in favor of merchants or to make of 
them a favored class; nobody wants them to sacrifice 
any of their interests, in either of these matters. But 
it is immensely to their own interest to present real 
truth concerning mercantile affairs and customs, and 
to give warning of the evil work of reckless and crimi- 
nal agitators. They have much to gain by a decided 
course in favor of the upbuilders of the community 
and against those who would destroy the whole 
economic, industrial and commercial structure which 
civilization has built up. 

Many newspaper editors are too busy with small 
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details of politics. They have in them too much of 
the old-fashioned “‘political organ” ideal of a news- 
paper’s function: while proclaiming their independ- 
ence, they still make their chief work the “whooping 
things up” for the election of some nonentity to a 
comparatively empty office. It is not with any ran- 
cour that this comment is offered, but rather with the 
earnest desire to see newspapers help themselves by 
helping their friends and fighting their enemies. 
Their own self-interest and justice point the same way. 


Good Outlook for Market 
Stability 


A FACTOR of greatest importance to the retail 
merchants of the country through the coming 
months is the stability of the market. There has 
been an abundance of ideas, advice, suggestions and 
warnings advanced during the past few weeks, so 
much that it must be difficult for a merchant to 
determine the wisest course. But given that he 
knows the conditions in his own locality, if he can 
be certain of stable market conditions from whence 
come his goods, he can judge with reasonable ac- 
curacy the outcome of his season. 
It is not our purpose to decry a policy of caution, 
but on the other hand counsel may be more harmful 
than beneficial which is constantly warning of 
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breakers ahead and reciting that we are on a danger- 
ous peak, however well meant the desire to initiate 
greater conservatism. F 

We notice a report which intimates that retailers 
are heavily stocked with goods purchased last Sum- 
mer, and that salesmen have this matter under con- 
sideration, hesitating to leave on their trips. There 
may be such cases, but from our observation and con- 
tact with manufacturers and their salesmen such a 
situation is not general. Shoe manufacturers are very 
busy completing their orders for Spring and Summer. 
Our reports give every indication of a large. volume of 
business to be placed and manufacturers and retailers 
have far more confidence in leather market conditions 
than they had a year ago. 

It should be remembered that in spite of the 
tremendous advances in our trade, shoes do not show 
as great a percentage of increase in price to the 
consumer as many other commodities and necessities 
of life which we can mention, and this was specifi- 
cally alluded to at the recent Shoe Manufacturers’ 
Convention by one of our largest manufacturers of 
glazed kid. He cited clothing, furs and other wearing 
apparel which had risen by far greater percentages 
than the cost of shoes. In his opinion the style trend 
of shoes will continue in the seasons to come as an 
increasing factor, which in itself would serve to rele- 
gate the price question through the desire to continue 





the necessary machinery is in working order. 


movement. 


organization for the retail merchant. 





The Next Step Forward for the Retail Shoe Trade 


The next step forward for the National Shoe Retailers’ Association is affiliation or a working agree- 


ment with associations of merchants in other lines of trade. 
The recent great convention in Boston was a splendid showing of organization in the retail shoe 


trade, with every State in the Union represented. 
The association will continue to grow, but the foundation and framework are now complete, and 


Next, then, should come a joining up of some kind with similar associations. 


lines of trade would be clothing, dry goods and other articles of wear. 
strongly organized and undoubtedly would strike hands with the retail shoe merchants in a broad, general 


Will not the officers and members of the National Association take this under consideration and 


send the ‘‘Recorder’’ their views and suggestions? 
We consider this to be the next great step forward in the necessary and most important matter of 


Naturally the newest 
Some of these groups are already 
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smartly dressed. It was the belief of this manu- 
facturer that there was nothing on the horizon 
to indicate anything but stability ahead for many 
months to come for the Jeather markets. 

Merchants do not of course wish to be caught with 
high priced stocks on a falling market, but that would 
hardly constitute any excuse for some of the cut 
price sales which we have taken note of this Winter. 
With leather as dear as it is and without very radical 
changes in styles, it seems questionable business 
judgment to conduct clearance sales, that istosay, any 
great reduction on high class stock. There will never 
be a better opportunity than the present for mer- 
chants on the high tide of prosperity to place their 
business on a substantial basis and free it forever 
from the evils which formerly beset it. 





The Rubber Footwear Business 


HE automobile shoe business is one of the marvels 
of American industry. And following close after 
it is the rubber shoe business. 

Viany a shoe merchant has been so.busy with ex- 
citing things the past few years that he has only 
glanced at the development of the rubber footwear 
industry. Now, he is beginning to give it his serious 
attention. 

Already it is evident to Mr. Merchant that rubber 


footwear is staple, 365-days-in-a-year merchandise. 
It sells when the sun shines in Summer, as well as 
when the snow falls in Winter. That old notion that 
rubber shoes were just Winter shoes was a snare and | 
a delusion, to trick the merchant away from his op- 
portunity to build up his rubber shoe business. 

The rubber companies never were in a stronger 
position than at present. And they are using their 
strength for the material welfare of shoe merchants, 
and for people who wear shoes. 

The sale of rubber footwear this Winter was rec- 
ord high. The prospects for the sale of rubber 
footwear next Summer were never more promising. 
The sale of rubber heels is wonderful. 

The rubber companies have ahead of them large 
supplies of raw materials, for the rubber tree planta- 
tions are yielding steadily increasing quantities of 
rubber. 

The companies have in their service as large a staff 
of chemists and mechanical engineers as ever was 
organized in their trade. They have factories marvel- 
ous for their size and their methods. They are in a 
position to produce, and are producing, not only more 
rubber footwear, but, also, better rubber footwear 
than ever was offered to the shoe-wearing public. 

The opportunity to merchandise this rubber foot- 
wear, and to fit it to the feet of people, is open to 
50,000 merchants and storekeepers of the country. 








Start the “‘Recorder’’ 


Arrange a little ““Recorder’’ journey through 
your store, so that your salespeople, as well as 
the store managers, may read our better mer- 
chandising articles. 


4 The “‘Recorder’’ Fitting School is in session. 
We would like alarge attendance. Lesson No.3 
is published in this week’s issue. 


| Therefore, fill out blank herewith and start the 
“Recorder” trip. This method of ‘‘round-table 
discussion”’ of our authentic and expert informa- 
tion will benefit you and your co-workers. 
















a Tour of Your Store 
































Note carefully Articles Advt. 
Mr. 
Ges. cds Ree ee hiein eA when 


circuit is completed, with comments or sug- 


gestions, if any. 
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TO OPEN BIDS 
February 27 for 500 Pairs of Shoes and Puttees 


Washington, D. C., February 13—The Leather 
Rubber Goods Branch of the Army Quartermaster 
Department has announced that it will open bids on 
February 27 for 500 pairs of shoes and puttees, in- 
stead of February 17 as previously announced. 


SHOE LACE BIDS 
Received by Leather and Rubber Goods Branch 


Washington D. C., February 13—The Leather 
and Rubber Goods Branch of the Army Quarter- 
master Department has received the following bids 
for 25,000 pairs of shoelaces. 

Diamond Braiding Mills, $1.425, $1.72, $2.325 and 
$2.80 per gross. John Lowrie and Sons, $1.64 and $1.98 
per gross. John Wanamaker, $0.0975 and $0.1175 per 
pair. P. H. Volk and Company $.024 and $.028 per 
pair. Surplus Equipment Company, $2.05, $2.44, 
$1.59, $1.89, $2.73 and $3.30 per single gross. 


OFFICERS’ CORDOVAN SHOES 


Bids Opened by Leather Rubber Goods Branch 


Washington, D. C., February 13—The Leather 
Rubber Goods Branch of the Army Quartermaster 
Department opened b‘ds on February 13 for 500 pairs 
of officers’ cordovan shoes and 500 pairs of puttees. 


TRI-STATE ASSOCIATION 
To Hold Annual Convention At Memphis— 
March 8-9 

The annual convention of the Tri-State Shoe Re- 
tailers will he held in Memphis, at Hotel Chisca, 
Monday and Tuesday, March 8 and 9. Every mer- 
chant selling shoes at retail in Mississippi, Arkansas 
or Tennessee is urged to attend this convention. It 
is very important to write at once for hotel reserva- 
tions, addressing either T. W. Sherron, president, or 
R. E. Caradine, secretary, Memphis, Tenn. 

Traveling men are specially invited to display their 
samples during the convention. The committee on 
hotels has arranged with the manager of the Chisca 
to erect booths along the inside walls of the large 
convention hall and on the mezzanine floor, just out- 
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side the convention hall for the display of samples. 
The hotel makes a nominal charge for the booths. 
Any traveling man who expects to be at the conven- 
tion is requested to write or wire at once either the 
hotel or committee for reservations. 


BEACON SALESMEN’S CONVENTION 


First Mid-Winter Meeting at Manchester Fac- 
tory 


The first mid-Winter salesmen’s convention of the 
F. M. Hoyt Shoe Company salesmen was held this 
week. It was the unanimous opinion that this was 
the most instructive convention that had ever been 
held. The following is a synopsis of the program: 
“Analysis of Business Conditions” by H. E. Slayton; 
explanation of the new sample lines by Mr. Cunning- 


-ham; a talk on “‘Red Line-in”’ linings by Mr. Pope; 


and illustrated talk on present-day conditions and the 
buying power of the public by Mr. Parlin of the 
Curtis Publishing Company. 

The men left on February 11, and all will be in 
their territories, February 16. Those on the honor 
roll were the recipients of gifts. 


MASSACHUSETTS RETAIL MERCHANTS 


Hold Meeting February 11 at Boston Shoe 
Trades Club 


The Massachusetts Retail Shoe Merchants’ As- 
sociation held its monthly meeting on Wednesday 
evening, February 11, 1920, at the Boston Shoe 
Trades Club. About 50 members were present. 
Hollis B. Scates presided as chairman. He spoke 
briefly on the Retail Shoe Store Situation, making 
some very interesting remarks about buying—past, 
present and future—and advised the members to 
study the situation very carefully before making any 
decided moves. 

The first speaker was A. H. Lockwood, who gave 
a brief talk on the National Boot and Shoe Manu- 
facturers’ Convention. “Co-operation between hide 
merchants, tanneys and shoe manufacturers is coming 
more and more every day,” he said. 

F. E. Porter of Thayer McNeil Company talked 
about the Fair Price Committee and complimented 
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General Sherburne very highly on his able handling of 
the situation. 

Fred W. Small of Gilchrist Company gave a few 
well-planned remarks on “Rubber Prices—Their 
Causes and Effect.” 

[. B. Howe of the Walk-Over Shoe Company used 
“Ts It Time to Retrench?”’ as the basis of his talk. 
‘Intelligent analysis of present stocks should be made 
before stocking too heavily for the future.”’ said Mr. 
Howe. 

H. E. Hagan outlined the situation in a most con- 
vincing way and said that nothing definite could be 
decided now until market demands were better known. 

W. W. Willson presented the plans for the Mil- 
waukee Convention and urged a large attendance 
from New England. 

The keynote of the entire meeting was “Take 
Account—Then Buy Intelligently to Meet Demand.” 


APPEAL TO HINES 


To Avert Transportation Tie-Up by 
Secretary Anderson 


Present conditions as affected by the big blizzard, 
the coal shortage and the impending transportation 
tie-up or the possibility of it, are causing no little 
degree of apprehension among the great manufactur- 
ing interests of New England. Any one of the three 
troubles mentioned in itself could be sufficient handi- 
cap to manufacturing. 

The general feeling in this regard is summarized in 
the following telegram which was sent on Wednesday 
by Thomas F. Anderson, Secretary of the New 
England Shoe and Leather Association, to Director- 
General Hines of the railroad administration. 

“The hundreds of manufacturers and shippers 
connected with New England’s great shoe and leather 
industry are alarmed over the possibility of a mid- 
Winter transportation tie-up by the threatened strike 
of railroad employes. We already are suffering 
greatly from the effects of the recent blizzard and 
cannot contemplate with equanimity such a dire 
situation as this. Our association urges you to do 
everything in your power, through court injunction or 
otherwise, to avert this unthinkable calamity.” 


BOSTON SHOE SALESMEN, 


Held Meeting at Boston Shoe Trades Club, 
February 9 

The Boston Shoe Salesman’s Association held a 
meeting at the Boston Shoe Trades Club on Monday 
evening, February 9, at 6.30 o’clock. 

R. L. Upton, president, presided at the meeting. 
A piano and violin furnished the music, the orchestra 
coming from the store of R. H. White Company. 
There were also solos rendered and choruses from 
the song book of the R. H. White Company. So 
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interesting did those in attendance find the meeting 
that they lingered long after the closing hour. 

The speaker was Frank Butterworth, sales manager 
of the Regal Shoe Company, who emphasized the im- 
portance of the salesman. Mr. Butterworth brought 
out the fact that the salesman establishes the point of 
contact between the manufacturer, the employer and 
the public. He brought to the minds of all present 
how greatly important it was that the salesman 
make himself an efficient medium. Another point 
stressed was a subject that the association had de- 
bated some two months previously—namely, the 
value of the book; many salesmen put the book first 
in the place—Mr. Butterworth ~ut the book in the 
third place and the right relation of the clerk to the 
customer in the first place. He said that the right 





Who Is the Owner? 


The following is a list of merchandise 
recently discovered under unusual circum- 
stances by the Police Department of the 
New York, New Haven & Hartford Railroad. 
There is no means of a definite identifica- 
tion on any of the lots. 

We would be glad if any of our readers can 
assist us in establishing ownership. 

The lots are described as follows: 

25 pairs women’s McKay shoes with gray 
kid vamp and gray cloth top—Ess Ell Co. 
Brand on sole, lining number 2841; 

40 pairs Welt shoes, chocolate side 
leather, imitation tipped pumps, lining 
number 8854; 

8 pairs women’s McKay black kid boots, 
r lining number 1092. 








i 





atmosphere in which the salesman works with the 
public is the most important of all other good sales- 
manship points. 


AT BOSTON SHOE TRADES CLUB 
Julian Arnold Talks—Chinese Consider Us 
“Ding How’’—*Tip Top” 

A large group of shoe and leather men at a luncheon 
on Wednesday, February 11, listened with great in- 
terest to an address on the trade potentialities of 
China delivered by Mr. Julian Arnold, United States 
Commercial Attache at Peking. 

The Chinese people are very friendly to America. 
They have watched our progress and have a great 
respect for our institutions. When an American 
traveler in China indicates his nationality to a 
Chinese, the latter turns up his thumb in a charac- 
teristic fashion and exclaims, ‘‘ding how’’—‘‘tip top, 
you are best.” 
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Glazed Kid Prices 


Percentages of Increase in Kid, With Comments, as Shown By Leading 
Producers—Average Increase of from 172 to 378 Per 
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Cent from 1914 as Compared With 1919. 


a chart from American Shoemaking, a technical 

shoe factory paper, which showed that prices 
of glazed kid had risen to nearly 850 per cent of its 
pre-war time value, or an increase of nearly 750 per 
cent. Since the appearance of this chart numerous 
exceptions have been taken to it; so many, in fact, 
that we have been impelled to make a further inves- 
tigation in a desire to as accurately as possible post 
our readers on the exact facts. 

This further investigation shows that a disparity 
seems to hinge on the base price as shown in the 
bulletins of the War Industries Board, which reported 
a price of $.1385 as the average price at the beginning 
of 1914. Working from this base price, the author 


[- our issue of January 24th there was reproduced 








Men’s Dark Tan Shoe, Rubber Heel. 
A 1920 Model—Shown at Style Show 
of the Boston N. S. R. A. Convention. 











of the chart figured that this same grade of leather 
had risen to an average price of $1.15 in 1919. 


Opinions of Glazed Kid Producers 


In an endeavor to discover the actual average price 
base which existed for glazed kid in 1914, we have 
interviewed a large number of the prominent glazed 
kid manufacturers who all agree that the base price 
quoted by the Government is too low. 

One draws a parallel in saying that the figures of 
the War Industries Board seem to be likened to a 
comparison of clothing prices, wherein overalls 
would be taken as a base and dress suits as the 
peak, with the average as price on clothing in general, 
which manifestly could not be fair. 


We are printing herewith, by consent, an _ in- 
teresting letter from Percival E. Foerderer, president 
of Robert H. Foerderer, Inc., Philadelphia, Pa., who 
give some very instructive price comparisons and 
percentages. These prices and percentages agree 
very nearly with the figures furnished by other large 
producers of glazed kid with whom we have talked. 


It is interesting also to observe in the War In- 
dustries Board Price Bulletin, Number 26, on ‘Prices 
of Hides, Skins and Their Products,” that a footnote 
is given which states that “glazed kid prices were 
submitted, in time to be of use, by only one tanner.. 
Prices later submitted indicate that while this curve 
is representative of the general movement, it may 
exaggerate somewhat the extreme height of the 
curve.”’ We quote as follows from Mr. Foerderer’s 


letter: 


Letter from Percival E. Foerderer 


Editor “‘Boot and Shoe Recorder’’: 


I do not remember ever having seen the 
War Industries Board Bulletin No. 26, but 
under any circumstances, it is without question 
that if we figure their base price to be the 
average price produced, they were unques- 
tionably low. They might, of course, have 
taken certain grades and thereby produced 
an averaged price of $.1385. 

It seems to me the fairest way to approach 
this subject is to determine upon a figure 
which will be a basis figure only, which will 
represent the value of kid leather in say 
August, 1914, which would be a low price 
owing to conditions existing at that time. 

Following this plan, I have taken our price 
lists‘as of August 1st, 1914, and by including 
in my calculations all grades, weights and 
sizes and all finishes both in blacks and colors, 
I arrive at a base figure of 23. Please remember 
that this 23 does not represent cents, but is 
simply a figure to be used for comparative 
purposes because in making my later figures 
1 treat them in the identical way, and by 
arriving at the relationship between this 
figure of 23 and my subsequent figures I get 
the per cents of increases. The following are 
the figures that I get for comparative purposes 
based upon price lists in accordance with the 
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plan outlined above and at the dates mentioned: 







March 1919 62 .6 
July 1919 101 
December 1919 110 

By these figures I arrive at the following 
percentages. 






Percentage of Increase 


August 1914 100% (Base) 

March 1919 272% Increase over August 1914 172% 
July 1919 439% Increase over August 1914 339% 
Dec. 1919 478% Increase over August 1914 378% 


Full year 
1919 400% Increase over August 1914 300% 


First 6 
months 1919 355% Increase over August 1914 255% 
I want to make clear that I have included 
all grades, weights, sizes, colors and finishes 
in my calculations. 
For your own information, I will give you 


the range of our prices at these different 
times, separated into colors and blacks. 




















Black Colors 


Lowest Highest Lowest Highest 

Grade Grade Grade Grade 
Aug. 1914 $0.09 $0.35 $0.15 $0.36 
March 1919 .20 .80 ae 1.10 
July 1919 43 (1.35 35 «1.50 
Dec. 1919 45 1.45 .40 1.60 








It is not possible, even by picking out the 
grade which has shown the widest increase, 
to arrive at a figure of 750 per cent increase, 
or eight and one-half times the price that 
particular grade sold for in 1914. For instance 
the 9-cent grade in 1914 would have to bring 
76.5 cents, whereas we average at the peak 
list 45 cents. With respect to this particular 
grade we now make a different selection in 
it by making three grades on which the list is 
25 cents, 35 cents, 60 cents with an average 
of 45 cents. 

Comparisons in the top grade can be made 
the same way; for instance, the 36-cent grade 
would have to command $3.06 per foot to show 
an increase of 750 per cent, whereas it is 
$1.60 per foot. 

I do not think the price of December, 1919, 
should be used for comparison because that 
would not be effective for some time after 
it was issued. 

I believe the above figures showing per- 
centages of increase will be substantiated by 
other kid manufacturers. 
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' News From Headquarters 


Secretary Mirkil Planning a 10,000 Membership 
Campaign 

The National Shoe Retailers’ Association Head- 
quarters is receiving volumes of correspondence com- 
menting favorably on the Boston Convention. Quite 
a few retail shoe merchants who previously proved 
obdurate against all arguments to become members 
of the National Association, are voluntarily sending 
in their memberships. Secretary-Commissioner T. C. 
Mirkil is planning a membership campaign, which is 
to extend throughout the year and it will have for its 
object ten thousand firm members by 1921. The 
Pennsylvania Shoe Retailers’ Association, at their 
annual convention in Harrisburg next month, will 
put on a big drive for National firm memberships, 
and literature has been prepared featuring the slogan 
“Every Pennsylvania member a National—We want 
to be 100 per cent behind the National.” 


1920 Color Cards 
Fall Allotment Is Now Ready for Distribution 
The Fall 1920 Color Cards are now ready for dis- 












Women’s Dark Tan Kid Pump—Full 

Louis Heel—Satin Collar Binding, satin 

bow. 1920 Model shown at Style Show 
of Boston N.S. R. A. Convention. 











tribution and will be sent from Headquarters to the 
National Firm-membership list this week. The color 
card is gotten up showing samples of the actual 
leathers in colors and is not only very attractive, but 
much more practical than the printed color cards 
previously issued. 

Owing to the expense of preparing the color card 
in leather, the free distribution will be limited to 
members. Others can obtain copies of the color card 
at $1 each; $10 per dozen; or $75 per hundred. 

Headquarters Bulletin which is now on the press, 
is the largest number of the Official Bulletin ever 
issued, and contains a complete summarized report 
of the Boston Convention. The Bulletin will appear 
in a new three-column make-up. 
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Shoe Fitting in 1920 


**Recorder’’ Lesson No. 3 


The better the fit the better the wear. 


then become a pleasurable acknowledgment of service. 





Vew faces at the fitting stool mean a keen inter- 
estin the first principles of shoe selling. Scarcea 
store in the country but numbers the addition 
of men whose knowledge of feet and footwear is 
limited to the “‘first hand’? knacks of getting 
sales. If by a series of AUTHORITATIVE ARTI- 
CLES we can give more light on “‘the first duty of 
the retail shoe salesman—fitting human feet’’— 
then we will have started our 1920 educational 
program correctly. Study these types and apply 


the suggestions to your fitting-stool experience. 











Price and profit 





The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble 


No. 3—The Broad Foot 


ITH so many good, well-proportioned, broad 

toe lasts now on the market, it is well to 

study carefully the next broad foot you have 
presented to you to fit. Many customers, both men 
and women, have a mistaken idea, which is occasion- 
ally shared by the shoe man, that a broad foot 
crowded into a narrow shoe looks well. 

This is wrong. The deception is evident. A wide 
foot in a narrow shoe shows its unfitness from the 
start. The vamp looks strained. The toes, when the 
weight is put on the feet, plainly show their cramped 
condition. The veins, cords and muscles will be 
compressed and the woman owner of a wide foot in a 
narrow shoe will not be able to walk—she will hobble. 

It is strange but true that every woman wants her 
feet to look small whether she weighs 90 or 200 pounds. 
She will suffer untold agony to get what she foolishly 
believes a small shoe. 


Have You Had This Experience? 


Let us imagine you have recently fitted a customer 
of the 200-pound type to a nice French heel, narrow- 
toed shoe, probably with a turn sole. You tried half- 


heartedly to sell her a Cuban heel welt, with a little 
wider toe. No, she wanted something quite dressy. 
You were afraid of antagonizing her by suggesting 
the latter shoe too strongly. 

Madam comes in a week later usually with the shoes 
on, her head high, fire in her eyes, and ice in her voice. 
She wants to see “‘that young man who sold me this 
pair of shoes.”” You look at the shoe—the vamp is 
spread over the sole, the victim is literally ““walking 
on her uppers’—there are a couple of inseam rips. 
(The threads simply could not stand the strain any 
longer, so gave away.) The heels are broken at the 
breast. There isa slit at the throat of the vamp. 


An Embarrassing Situation 


Madam believes that, as she paid eighteen dollars 
for the shoes, and thought she was in a reliable store, 
that the shoes should have worn better. You are 
now swallowing hard, wondering how you are going 
to get out of it. You do the usual thing, call the 
floor-man. 

You were at fault in selling her a shoe of that type, 
and you will be careful the next time. The shoe itself 
was not at fault; the foot was a normal, fat foot, but it 
would have been far better had the twain never met. 
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‘lwo Types of Wide Feet 


The inexperienced shoe fitter should, in dealing with 
a wide foot, keep in mind that there are two distinct 
types of wide feet. The thin, square-toed, wide foot, 
and the broad, fat, muscular wide foot. The former 
is the most difficult. and troublesome. Usually the 
instep will be low, the heel thin, and the bony struc- 
ture of the foot near the surface. For a foot of this 
type, a straight formed, nature shaped last is best. 
If you have such a shape on a combination last, so 
much the better. It will be easy fitting for you. 
See that you give this foot ample length for the toes, 
that it hugs the arch from the ball to the heel. This 
thin heel will wobble around, slide up and down, 
unless you fit snug under the arch. 


Combination Lasts Excellent 


There are so many excellent combination lasts now, 
both men’s and women’s, that every store which 
prides itself on being able to successfully fit its 
customers, has at least two good numbers. 

Young man—study your combination lasts. Many 
a pleased customer will return and call you blessed, 
if you have the ability to fit this thin heel, broad toe 
type foot. 

In case you do not have the proper combination 
last, or are up against an abnormal low instep, you 
may resort to tongue padding. This will take up the 
instep fullness and may be worked out as follows: 


Tongue Padding Considered 

On the inside of the tongue have a piece of kid or 
duck stitched on each side, leaving open the top, 
through which insert cotton batting or curled hair, 
distributed evenly, the amount to be determined by 
the case in hand, after which stitch at top and you 
have a very comfortably fitting shoe over instep. 
Comfort can be combined in fitting, but it’s not pos- 
sible to secure the combination by crowding an E 
foot into a B shoe. | 

It is easier to have a supply of prepared tongue 
pads that you can buy from your findings man and 
simply have a pair sewed in while your customer 
waits. 

The padded tongue prevents the lacing cutting 
into the top of the foot. 


The Thick, Wide Foot 


With a thick, wide foot be sure you fit widely 
enough. Be sure, too, that you have your customer 
stand with both new shoes on. Feel the toes, see that 
they are comfortably placed and don’t, don’t tell 
your customer that while they may seem to be a 
little tight now, they will break in al] right. Have 
them comfortable to start with, a comfortable snug 
fit. Just remember that word COMFORTABLE, when 
fitting a wide, fat foot. 
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A Warm Weather Tip 

A foot of this type usually perspires more than a 
thin foot. Here is a good tip for warm weather. 
Suggest a couple of small eyelets be placed in the in- 
side side of the upper, about an inch or so from the 
sole. This will tend to give the foot a Jittle needed 
fresh air and tend to keep it cool. It is so simple that 
it is well worth trying. Try it out on a pair of your 
own shoes first, then show to your next interested 
customer. 

Enlarging the Top 


Often you'll get a broad, thick foot with ankle and 
top that are abnormally large. The shoes will not lace 
around the top, in which case you may resort to the 
insertion of a V in the back of the shoe from top of 
counter to top of shoe. Measure around the ankle 
at the point where the top of the shoe comes. If the 
measurement be twelve inches around the leg, for 
example, and your shoe measures only nine, insert 
a V that is two inches wide, or one inch each side of 
back seam. 

Overcoming Large Ankle Trouble 

This will give you, when inserted, an eleven-inch 
top, and the “leave open” will take the other inch. 
In this way you can easily, and at a small expense, 
overcome the large ankle trouble. 





Pure Shoe Legislation 
New York State Retail Shoe Dealers’ Association 
Oppose 

Through the efforts of Harry Phelan, secretary of 
the New York State Retail Shoe Dealers’ Association, 
literature is being sent broadcast throughout the 
State telling of the proposed bill of Assemblyman 
James H. Canfield which provides that every shoe 
containing a synthetic compound or leather substitute 
for a part conimonly supposed to be leather, must be 
stamped with an inscription describing the substi- 
tution. 

Reason for Objection 

Although the proposed measure does not forbid the 
use of leather substitutes, it would undoubtedly tend 
to discourage their use, and it is for this reason that 
the Retail Shoe Dealers of New York oppose it; be- 
lieving that the high prices of leather make it desir- 
able and for the best interests of the public as well as 
the trade to employ such substitutes in a proper and 
legitimate manner, so that the supply of leather may 
be conserved as far as possible. 

In view of this fact, members of the Retail Shoe 
Dealers of New York State and all other retail mer- 
chants, are urged to write their representatives in the 
Assembly and Senate and point out to them the 
harmful effects that would follow the enactment of 
legislation of this character. 
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Missouri Retail Shoe Merchants 


Fourth Annual Convention—St. Louis 


Big Attendance—Constructive Program—Repeal of Excess Profits Tax and 
Other Important Resolutions Passed-—Officers Elected 


HE annual convention of the Missouri Shoe 
| Retailers’ Association was held at the Hotel 
Statler, St. Louis, February 10, 11, 12. 

The convention was called to order by President 
Sensenbrenner, who took for his theme, ‘““How to Be 
Happy Though in the Shoe Business,’ Mr. Sensen- 
brenner said in part: “While trials and tribulations 
are many, there is joy and satisfaction in properly 
conducting business to the good of the merchant, in 
the way of helpfulness to the customer served and to 
the community at large.’’ President Sensenbrenner 
continued, “The central thought of every merchant 
should be toward increasing production, and keeping 
living costs at minimum.” 

The address of welcome was 
delivered by F. C. Donnell of the 
Chamber of Commerce. 

During the past year the Mis- 
souri association has sent out semi- 
monthly bulletins that have proved 
of great value to the merchants, 
have kept in touch with members 
of State and National Legislative 
bodies, and have been generally 
active for the good of the associa- 
tion. 

Fair Price Commission Policy 

F. E. Williams, member of the * 
State Fair Price Commission, out- 
lined the policy of the commission 
as one of co-operation with the 
merchants rather than to assume 
a hostile attitude. He defined 
“Fair Price’ as being one that is fair 
alike to merchant and to consumer. ‘The price named 
by the merchant should be based on the cost plus over- 
head, plus a fair and reasonable margin of profit,” 
said Mr. Williams. 


What Constitutes a Fair Price 


Next on the program was a talk by Charles E. 
Williams, St. Louis retail shoe merchant and head of 
the Shoe Division of the Fair Price Commission, on 
“What Constitutes a, Fair Price?” Mr. Williams ex- 
plained that the Missouri Fair Price Commission was 
interested in staple shoes only, not considering fancy 
or luxury shoes. Mr. Williams then suggested that 


CHARLES E. WILLIAMS 
Elected President 


the association go on record as asking the repeal of the 
excess profit tax, as it is estimated that this tax from 
hides to retail merchants amounts to about 30 per 
cent, of which the consumer pays but a very small 
proportion. . 


Afternoon Session, February 10 


The afternoon session opened with a discussion led 
by Horace Swope of St. Louis, entitled ‘““The Relation 
of Employer to Employe,” the salary question was 
also treated, after which a general discussion was in- 
dulged in by all in attendance. 

Mr. Swope stated that the flat salary soon would 
be a thing of the past and in its place the commission 
or bonus plan would be adopted, 
as the general opinion was that 
this was more fair and served as a 
stimulator to better service and 
better selling ability on the part of 
the clerks, gives the employe what 
he really earns and does not add 
to the expense of selling but rather 
reduces it. 

During the round table discuss- 
ion, various plans which have been 
used and found successful. were ex- 
plained and discussed. It was 
found that both the city and small 
town merchants find other than 
salary payment of their employes 
satisfactory. The general rule of 
six per cent for women’s and chil- 
dren’s and five per cent for men’s 
is the basis used. 


Chain Store Manufacturers 


W. T. Griffith of St. Joseph, Missouri, led a 
discussion on ‘Shall Shoe Retailers Patronize Manu- 
facturers Who Conduct Chain Stores?”’ Mr. Griffith 
stated that the manufacturer who operates chain 
stores and gives equal service usually gets equal price 
with the independent merchant. From observation, 
it was found that factory-owned chain stores are a 
poor asset to a community and rarely contribute to the 
Chamber of Commerce, charitable institutions or 
help civic betterment work. 
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In the discussion which ensued, it was very ap- 
parent that the merchants of Missouri are adverse 
to buying their merchandise of factories which operate 
stores in opposition to local merchants. 


Telegram to W. E. Brelsford 


A telegram was sent by the association to W. E. 
Brelsford, a prominent member of the Kansas Shoe 
Retailers’ Association, who is at Fremont, Nebraska, 
organizing a State Retail Shoe Dealers’ Association, 
stating that the Missouri Association favored an 
annual joint State convention composed of the Iowa, 
Kansas, Nebraska and Missouri associations, but 
each association should maintain its own state organi- 
zation. 

The plan of co-operation was placed in the hands 
of the directors and the matter to be consummated 
at the Kansas Convention at Kansas City on March 
15. 

On Wednesday evening, February 11, a buffet 
luncheon was served and a frolic was enjoyed. 

On Thursday evening, February 12, the convention 
closed with a banquet in the ballroom of the Hotel 
Statler. é' 


Morning Session, February 11 


The morning session of February 11, the second day 
of the Missouri Shoe Retailers’ Association conven- 
tion, opened with a greatly increased attendance over 
that of the first day. 


Styles for Spring 


J. V. Byrn of Kansas City treated the subject, 
“Styles for Spring.” Mr. Byrn predicted that low 
effects will comprise practically the entire volume. 
_Cuban heel oxfords in black and brown will be sold in 
larger volume than in previous seasons. Pumps and 
oxfords, with Louis heels, in black and brown, areas 
good as ever. “The new two-eyelet ties are especially 
good,”” said Mr. Byrn, ‘‘and I recommend selling 
them with buckles as well as undecorated. Black and 
brown suede and satin shoes will be popular in Louis 
heels. The large city stores will no doubt experience 
the demand for a real short vamp in a very limited 
way. The three and three-quarters to four-inch 
vamps are safe and popular.” 


Styles for Fall 


C. B. Miller of Columbia and Joseph Mullen of 
Moberly chose for their subject “Styles for Fall.” 
Mr. Miller expects to sell 25 per cent to 35 per cent 
oxfords and pumps this Fall. He explained, however, 
that he is located in a college town which will have 
an influence in style selection. He believes vamps up 
to four inches are perfectly safe and the extreme short 
vamps will be dangerous. Mr. Miller feels that the 
general opinion will center around the three and three- 
quarters vamp. Mr. Mullen agreed with Mr. Miller’s 
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opinion as to the vamps, but being located in a farm- 
ing district feels that the proportion of oxfords as 
compared with boots will not be over 15 per cent. 


Income Tax Law 


George H. Moore, United States Internal Revenue 
Collector, explained the Income Tax Law and gave 
instructions in regard to making returns. 


The Best Results from Advertising 


“How Shall I Advertise to the Best Results’ was 
the subject of an address by Charles W. Preston, 
sales manager of the DeLuxe Auto Company. “Con- 
fidence is the basis and foundation of business. 





“Personality covers a wide scope in busi- 
ness building. The best advertisements are 
the wagging tongues of satisfied customers. 
Many advertisements fail to draw business 
because the advertiser endeavors to make 
people believe what he himself does not be- 
lieve. Truth in advertising is absolutely 
essential just as truth is essential in the 
word-of-mouth selling of merchandise. 
Advertisements fail in their purpose because 
the merchant preparing them has his 
mind more centered upon his competitor 
than upon the consumer whom he _ wishes 
to reach.” 











Audits and Credits Discussed 


William Graham, Jr., Manager of Hanan & Son 
Store, St. Louis, discussed “Audits and Credits.”’ 
Mr. Graham pointed out the importance of having 
overhead expenses so segregated that the relation of 


. each item of expense to volume of business could be 


quickly and easily determined, and shown on the 
regular statement of business. Mr. Graham’s talk 
may be summed up as “Know Your Business.” 


1920 Outlook as to Prices 


“The 1920 Outlook as to Prices’’ was discussed from 
the viewpoint of the Upper Leather Man, by A. N. 
Engle, who devoted some time to a discussion of the 
Kid Leather situation. Mr. Engle reviewed at some 
length causes responsible for present prices of kid 
leather. It is his opinion that the high peak has not 
yet been reached. 


Conditions in Sole Leather Market 


L. J. Wallace of the United States Leather Com- 
pany outlined “Conditions in the Sole Leather 
Market.” Mr. Wallace quoted government figures of 
imports of hides and exports of leather, showing that 
exports of leather were larger in proportion than 








imports of hides. In his opinion, there is no indica- 
tion of lower prices on good grades of sole leather. 


Prices from Manufacturer’s Viewpoint 


11. Thomas L. Mauldin of the Lund-Mauldin Com- 
pany spoke from the viewpoint of the shoe manu- 
facturer. He said in part: “There is no possible 
show for lower prices which would call for hesitancy 
in buying on the part of the general public. There is 
no indication that such will be the case. The mer- 
chant who buys early for Fall will get lower prices 
than the merchant who delays placing his orders.” 








Remarks from Messrs. Sensenbrennerand Becker 





It was suggested by President Sensenbrenner that 
the possible change in styles, especially in women’s 
high grade shoes, might more than outweigh the 
saving in prices. 

Phil A. Becker, secretary-treasurer of the Dittman 
Shoe Company and president of the Western Associa- 
tion of Shoe Wholesalers, said: 









roe 
i ! ‘Already shoe prices for Fall are pretty well 
established. So far as wholesalers are con- 
cerned, we can safely promise merchants 
that prices will be no lower unless some un- 
foreseen condition should present itself.”’ 
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Resolutions and Recommendations 
} The meeting passed a resolution endorsing legisla- 
tion to create a bond issue of $60,000,000 for good 
i roads. It was recommended that Congress should be 
asked to repeal the Excess Profits Tax, as such tax 
| unnecessarily increases the price of shoes. 
{ The belief was expressed that the public mind was 
undergoing a change to the effect that merchants are 
accredited with getting only a legitimate profit. 
The Missouri Association went on record as being 
method of electing 








dissatisfied with the present 
N. S. R. A. officials and recommended that such 
officials be elected by a majority vote from the floor 
of the convention. 

It was recommended that merchants send an 
annual report to the Harvard Bureau of Business 


a Se ar rs 


Research. 

The rubber resolution passed by the National 
Association was approved. A vote of thanks was 
tendered to Missouri manufacturers, wholesalers 
and retail merchants and to Arthur Ebbs, chairman 
of the Entertainment Committee. 


Election of Officers 


C. E. Williams of St. Louis was elected president; 
Robert Wagstaff of Springfield, Mr. Wilkins of 
Mexico and Brooks Wigley of Chillicothe elected 
directors. 
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ROCHESTER STYLE SHOW 


Ninth Semi-Annual Event of R. A. T. S. S.— 
July 5-10 
Rochester’s Ninth Semi-Annual Shoe Style Show, 
will be held at the Powers Hotel, July 5-10, and the 
new committee is already working on plans which 
will make this the biggest shoe style show ever held. 
As the Rochester show will be held the week before 
the Convention of the New York State Retail Shoe 
Dealers’ Association, the committee believes that 

































CHARLES HELMER, Chairman 





retail merchants, will plan to take their Summer 
vacations at that time, and to assist them in making 
their plans,.a booklet featuring Rochester and the 
Finger Lake regions as a vacation playground will be 
published. 








Committee in Charge 





The committee in charge of the Ninth Rochester 
Shoe Style Show are: Chairman, Charles Helmer; 
C. B. Rowley, A. J. Peck, Harry M. Joy, Frank 
Stevens, C. M. McCarthy, W. J. Keefe, Frank Shafer, 
Clayton Hultgiven, William D. Byrne, Jack Galway. 
Sandy Gloud, Gene Connor and R. L. Seward. 








CONNECTICUT RETAIL MERCHANTS MEET 
In Annual Session—Elect Officers for 1920 






From practically every city and State came the 
retail shoe merchants to attend the annual meeting 
of the Connecticut Shoe Retailers’ Association, 
held at the Winthrop Hotel, Hartford, on January 28. 

The election of officers for 1920 resulted as follows: 
President, A. Raymond Webster of New Haven; 
first vice-president, M. C. Keir, of Seymour; second 
vice-president, I. F. B. Lloyd of Hartford; secretary 
and treasurer, Henry Pabst of New Haven; executive 
committee, J. W. Lawrence of Hartford, Sydney 
Stokes of New Haven, J. C. Sherwood of Waterbury. 
Thomas J. Mildren of Hartford and R. F. Foster of, 
Danbury. 























Feb. 14, 1920 


IOWA STATE CONVENTION 


At Fort Des Moines Hotel, Des Moines, March 
9-11 


The Iowa State Association is recognized as one 
of the biggest and best associations affiliated with 
the N. S. R. A. In season and out of season, the 
officers of the Iowa association are on .the job. By 
a series of bulletins the members are kept advised, 
not only of the activities of their own associa- 
tion, but the general activities of the shoe industry. 

The bulletin is not the only thing that claims the 
attention of the association officials. They keep a 
close watch on the legislative body of the State, the 
fair-price commission and other bodies that have to 
do with merchandising conditions. 





HAL STEWART, Director 


Large Attendance Anticipated 

The Iowa Association has a membership of over 
100, and it is anticipated that about 500 merchants 
will be in attendance. 

Iowa is fortunate in having a prominent, successful 
merchant at the head of its fair-price commission. 

The head of the fair-price commission, Horace C. 
Larimer, will be one of the principal speakers at the 
convention of the Iowa Retail Shoe Dealers’ Associa- 
tion at Des Moines, March 9, 10 and 11. 

The convention will be held at the new Fort Des- 
Moines Hotel. The hotel is equipped with a large 
convention hall and provides every facility for han- 
dling the convention in an ideal manner. 

Tuesday, March 9—10.00 A.M.—Registration; Mecting of 
Officers and Directors; Reception of New Members. 

1.30 P.M.—Opening of Convention; Called to Order by 
President; Address of Welcome—Mayor; Response by 
President; Reading Minutes of 1919 Convention; Appoint- 
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Iowa Shoe Retailers’ Association 


R. W. STURGEON, President F. M. 
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ment of Committees; Roll Call; What Happened at National 
Convention, by members who attended; Horace G. Larimer, 
Fair-Price Commissioner for Iowa; Question Box; Speaker 
from Des Moines Ad Club; Adjournment 5 P.M. 

7.30 P.M.—Traveling Men’s Entertainment. 

Wednesday, March 10—9.00 P.M.— Opening: “Difference 
Between Mark-Up and New Profit,’ Robert B. Schrefiler, 
Store Efficiency Company, Chicago. 

9.45 P.M.—Alarm Clock Talks; ‘“‘How to Increase Per- 
centage of Active Stock,” A. B. Crandall, Brunks Bootery, 
Des Moines, lowa. 

10.30 A.M.—‘*Women’s Shoes,” A. L. McCormick, Jas. 
Black Dry ‘ioods Company, Waterloo, Iowa. 

11.45 P.M.—‘** More Sizes or More Kinds,” John N. Crigg, 
Cherokee, Lowa. 

12.30 —Adjournment. 

2.00 P.M. to 6 P.M.—Inspection of Displays. 

7.30 P.M.—Banquet, Rev. Osborn, main speaker, Burling- 
ton. lowa. “ 











NEBE, Secretary 


Thursday, March 11—9.00 A.M.—‘‘Shoe Conditions.’~ 
Harry Vinsonhaler, Vinsonhaler Shoe Company, St. Louis, 
Mo. 

9.30 A.M.—Alarm Clock Talks: “‘Store Service,” W. S. 
Arant, Des Moines, Ia.; “‘On What Basis Do You Figure 
Selling Salary?” E. A. Whittaker, Killian Company, Cedar 
Rapids, Iowa. 

10.00 A.M.—‘‘Mutual Insurance,’ Henry Hageman, Cin- 
cinnati, Ohio. 

10.30 A.M.—‘‘The Merchandising of Children’s Shoes,” 
Miss Anna Mayer, Dubuque, lowa. 

11.15 A.M.—Election of Officers. 

12.30—Adjournment for Lunch. 

1.30 P.M.—Alarm Clock Talks; “Problems Confronting 
Your Business,” Geo. R. Harsh, Milwaukee, Wis. 

2.45 P.M.—‘‘Sales of Findings,’ E. W. Hertzler, Burling- 
ton, Iowa. 


3.30 P.M.—“‘‘Selling Merchandise to Reduce Refunds and 
Exchanges,’ Herbert Barlass, T. 5S. 
Sioux City, lowa. 


Martins Company, 
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BIG OHIO VALLEY CONVENTION 


Opening Gun Has Been Fired for Columbus, 
March 1-3 

The Ohio Valley Retail Shee Dealers’ Convention 
is the one big topic of discussion among the members 
of the Columbus Shoe Club, Ohio Shoe Travelers’ 
Association, and manufacturers over the several States 
whose pleasure it was to have attended the meeting 
last year. This will take place at the New Great 
Southern Hotel, Columbus, Ohio, March 1, 2, 3. 


**Pep Producer”? Meeting 


\ wonderful banquet and “‘pep producer’’ meeting 
was held by the Columbus Shoe Club at Southern 
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Shoe Travelers Introduced 

Mr. Baird next introduced Perry W. Smith, Pat 
O’Neil, and “Jimmy” Kaltenbrun, representing the 
Ohio Shoe, Travelers’ Association, who were guests 
of the club. These boys made a big hit by pledging 
the support of their organization in making this con- 
vention a big success. Mr. Baird assured them that 
it had always been a great pleasure to him, person- 
ally, to have the shoe traveler as his friend, and 
that he consided the traveling man as one of the best 
friends that any shoe merchant could have. 


Columbus Shoe Club History 


Mr. Seibert then told of the early struggles of the 
Columbus Shoe Club. Through Mr. Seibert’s splen- 


Ohio Valley Retail Shoe Dealers’ Convention 
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L. J. BERGMAN 
Chairman Press and Publicity 
Committee 


Hotel on Wednesday evening, February 4, at which 
meeting definite plans were adopted. 


Chairman Baird Talks 


\fter a splendid address of welcome by President 
Bergman, followed by the regular routine of club 
business, the chair was turned over to Convention 
Chairman John J. Baird, who in an eloquent address 
told of the plans that had already been made for the 
coming meeting and stated that additional plans 
would be made at this meeting for the entertainment 
of visitors, from the opening gong on Monday morn- 
ing, March 1, until taps were sounded after the 
informal Grand Ball on Wednesday night, March 3. 


MRS. WILLIAM RUSSELL 
Chairman Women’s Reception 
Committee 


JAMES RYAN 
Chairman Reception Committee 


did address, the club was enlarged by about fifteen 
new members, who were present at this meeting by 
invitation. Several plans were then adopted for the 
entertainment of the visiting guests. 


Women Guests 


Women guests should register immediately upon 
their arrival, at which time they will be given tickets 
for the theatre and banquet which will be held on 
Tuesday night. 

Perry W. Smith of Ohio Shoe Travelers’ Associa- 
tion, was appointed chairman of committee to take 
care of the guests’ baggage. 
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There will be an information desk established in 
the lobby of the Great Southern Hotel. 

There was also appointed an Automobile Recep- 
tion Committee, which will meet all incoming guests at 
the stations and convey them free of charge to the 
onvention hall at Southern Hotel. 










Style Show Committee 





V. C. Wene was appointed chairman of the Style 
show Committee. 

On Wednesday at 2.30 o’clock p. m. the women will 
be taken for an automobile trip about the city, visiting 
all historic points of interest. Machines will be do- 
nated by members -of the Shoe Club and Ohio Shoe 
Travelers’ Association. 








Manager of Grand Ball 
Perry W. Smith, was appointed floor manager for 
the Grand Ball, which is to be held on Wednesday 
night, March 3. 











Exhibit Arrangements 


Mr. L. Bambergerg has stated that the finances 
for the convention were assured. All but four of the 
sixty booths have been sold for this meeting. Mr. 
Bamberger also stated that his committee would 
also make a very nominal charge of two dollars for 
registering and placing name on display sign of any 
shoe salesman who would have his line on display in 
their rooms at convention headquarters, or at any 
of the other hotels in city. 

Sir John Foster Frazier, an English Lord, will be 
chief speaker at the men’s banquet, Tuesday, March 
2, at 6.30 p. m. 


NEW YORK STATE CONVENTION 


To be Held at Onondaga Hotel, Syracuse, 


July 13-14 


Syracuse retail shoe merchants will not have been 
found napping when the annual convention of the 
New York State Shoe Dealers’ Association opens at the 
Onondaga Hotel here July 13 and 14. President A. B. 
McCormick of the Syracuse Retail Shoe Dealers’ 
Association, working with President E. N. Parks, 
president of the State association, has plans already 
under way, which will be developed during the next 
few months. 

One of the features of the convention will be a 
Style Show, the plans of which are now being worked 
out. Mr. McCormick is certain that it will be a sur- 
prise to the 1500 expected delegates, and it will be 
unique in the history of Syracuse. Much space in the 
exhibit rooms has already been purchased. President 
McCormick declares that manufacturers who want to 
show will have to hustle to get room. The details of 
the show are being kept quiet until fully perfected. 
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Henry B. Endicott 


Death Takes Prominent Trade Leader—Head of 
Great Shoe Manufacturing Business of 
Endicott-Johnson & Co.— Distinguished 
for War Service to State and Nation. 


Henry B. Endicott, founder and head of Endicott- 
Johnson & Co., died Thursday night at the Brooks 
Hospital, from spinal meningitis. 

His death came as a distinct shock and surprise to 
the trade at large, for it was not known generally that 
he was so seriously ill. 

As our publication is on the press .we are unable 
to give an extended account of the wonderful busi- 
ness career of Mr. Endicott. 

His age was 66 years. He was in the full posses- 
sion of his business faculties and the mentality 

























HENRY B. ENDICOTT 
Late Head of Endicott-Johnson & Co. 


which was looked to for such guidance during the 
world’s war by his state and nation. The company 
of which he was the head operates what is said to be 
the largest shoe manufacturing business in the world 
at Endicott, N. Y., and conducts many outside dis- 


tributing houses. 


Mr. Endicott was born in Dedham, Mass., his 
residence during his lifetime. He entered the leather 
trade at the age of 22 and went up rapidly, entering 
the shoe business about 30 years ago. He was a multi- 
millionaire and philanthropist and distinguished as 
a successful arbiter between labor and capital. 

Funeral will be held at 2 o’clock on Sunday, Feb- 
ruary 15, from 334 Beacon Street, Boston. 
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The St. Louis Exhibit 


At the N. S. R. A. Convention, Mechanics Hall, Boston, 
January 12-15, 1920 


The St. Louis exhibit at the Boston, 1920 Convention of 
the N.S. R. A., held in Mechanics Building on January 
12-15. 1920, was most attractive. Incidentally many orders 
were booked by the exhibitors. 

A list of the firms and lines shown follows: 

Brown Shoe Co., showing the Maxine, White House and 
Buster Brown Shoes. 

Brauer Bros. Shoe Co., Little Prince and Princess and 
Blue Jay Children’s Shoes. 

Dittman Shoe Co., Milady and Nine O'Clock School Shoese 

Centra! Shoe Co., men’s, women’s and children’s shoes. 

F. L. Doerr Shoe Co., Dependable Shoes for Women. 

Friedman, Shelby Shoe Co., Atlantic, Pacific and Red 
Goose Shoes. 

James Clark Leather Co., novelty shoes, Hood rubbers, 
““Kewpie Twins,”’ distributors of Mudge Old Ladies’ Shoes. 
G. E. Lippman Shoe Co., high-grade shoes for women. 

Leo Gordon Shoe Co., fine footwear for women. 

Johansen Bros. Shoe Co., makers of women’s shoes ex- 
clusively. 

Johnson, Stephens & Shinkle Shoe Co., The Fashion 
Plate Shoe for Women. 


A. S. Kreider Co., makers of Best Shoes for Boys, Girls 
and the Babies. 

Lund-Mauldin Company, fine shoes for men. 

McElroy-Sloan Shoe Co., -Masterbilt, Super-Tred and 
Billiken Shoes. 

Pedigo-Weber Shoe Co., High Style Novelties for women. 

Peters Shoe Co., ‘We make more fine shoes and ship 
them quicker than any other house in the West. 

Roberts. Johnson & Rand Shoe Co., Patriot, Society 
and “Tess and Ted” Shoes. 

Samuels Shoe Co., young women’s, girls’, boys’ and in- 
fants’ specialty shoes. 

Tober-Saifer Shoe Co., novelty boots and oxfords. 

Wizard Foot Appliance Co., adjustable foot appliances. 

David P. Wohl Shoe Co., novelty shoes for women. 

United Shoe Mfg. Co., International Shoe Co., Hamilton- 
Brown Shoe €o., Boyd-Welsh Shoe Co., Tweedie Boot Top 
Co., James Clark Leather Co., Vinsonhaler Shoe Co., F. C. 
Church Shoe Co. and the Shoe Specialty Mfg. Co. 

Separate exhibits were also made by Juvenile Shoe Cor- 
poration of America and the Wizard Foot Appliance Co. 
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| NDER the existing Income Tax Law passed 

by the Congress of the United States on 

February 25, 1919, and known as the War 
Revenue Act of 1918, a tax of 4 per cent was imposed 
upon the income received by a citizen or resident of 
the United States during the year 1919, in excess of 
the personal exemption but not in excess of $4,000, 
and 8 per cent of the amount in excess of the $4,000 
plus the additional or surtaxes. 

Section 223 of the Law provides that every indi- 
vidual having a net income for the taxable year of 
$1,000 or over if single, or if married and not living 
with husband or wife, or having a net income of 
$2,000 or over if married and living with husband or 
wife, shall make under oath a return stating specif- 
ically the items of his gross income and the deduc- 
tions and credits allowed under the law. 

The tax is imposed upon the net income. Net in- 
come means gross income as described below less 
certain specified deductions. 





What Gross Income Means 


Gross income includes in general compensation for 
personal and professional service, income from busi- 
ness, profits from the sale of and dealing in property 
and gr wing out of the use thereof, such as interest, 
rents and dividends, and all other gains, profits and 
income derived from any source whatsoever, except 
that which is specifically exempted. 

In the case of a non-resident alien individual, gross 
income means only the gross income from sources 
within the United States and includes the same items 
that are taxable to citizens or residents of the United 
States. 

Taxable Compensations 


The most common type of income is that of com- 
pensation paid for personal services rendered, and 
under this classification is recorded income received 
from salaries, wages, commissions and fees. Where 
a person is employed to do a certain task and has re- 
ceived remuneration therefor based either upon a 
unit of time or work, or in a lump sum for the work 
done, such remuneration is either salary or wages. 
Therefore, remuneration of the salesmen, agents, 
professional men, or workers of any kind, regardless 
of the form in which received, if for services rendered 
by the individual, should be reported on his return 
for the year in which such compensation is received, 
if the individual’s income is sufficient to require the 
filing of a return. 
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Federal Income Tax 


The Law as It Applies to Salaried Individuals Explained---Tax Imposed 


on the Net Income 







In addition to salaries, wages, commissions and fees, 
as reported above, the following classes of income are 
taxable and should be included in the return of the 
individual and subjected to the tax: Savings bank 
interest, interest on bonds, dividends on stock, in- 
come received by citizens of the United States em- 
ployed in foreign countries—whether received from a 
foreign government, foreign individuals, or from a 
domestic employer—are subject to the tax in the same 
manner and to the same extent as a resident. Bo- 
nuses received by employes, whether at Christmas or 
any other time during the year, if in the nature of 
compensation for services rendered (which it usually 
is), are taxable and should be reported by the individ- 
ual receiving such income. 

Compensation may be paid in other forms than in 
cash; it may be paid in bonds or other security, stock 
or property of any kind, in which case the fair market 
value thereof will be presumed to be a fair value of 
the compensation received. Living quarters fur- 
nished employes by an employer are considered in- 
come to the individual at a fair rental value of such 
quarters. Premiums paid by employers for life or 
other insurance in favor of employes are additional 
compensation to the employes. The amount of all 
such taxable items outlined above should be included 
in the gross income of the taxpayer for the taxable 
year in which received by him. 


Allowable Deductions 


After ascertaining his total gross income, the in- 
dividual should prepare a list of the various deduc- 
tions which he is entitled to under the Law, such as: 
(1) All interest paid or accrued within the taxable 
year on indebtedness, except indebtedness incurred 
or continued to purchase or carry obligations or se- 
curities (other than obligations of the United States 
issued after September 24, 1917), the interest upon 
which is wholly exempt from taxation; (2) taxes 
paid or accrued within the taxable year imposed by 
the authority of the United States (except income, 
war profits, and excess profits taxes), or taxes im- 
posed by the authority of the State or any political 
subdivision thereof; (3) losses sustained during the 
taxable year and not compensated by insurance or 
otherwise, if incurred in trade or business; (4) losses 
sustained during the taxable year and not compen- 
sated for by insurance or otherwise, if incurred in any 
transaction entered into for profit though not con- 
nected with the trade or business, or in the case of a 
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non-resident alien individual only as to such trans- 
actions within the United States; (5) losses sus- 
tained during the taxable year on property not con- 
nected with the trade or business, if arising from fires, 
storms, shipwreck, or other casualties, or from theft, 
and if not compensated for by insurance or otherwise. 
(This applies in the case of a non-resident alien in- 
dividual only to property within the United States.) 
(6) Contributions or gifts made within the taxable 
year to corporations organized and operated exclu- 
sively for religious, charitable, scientific, or educa- 
tional purposes, or for the prevention of cruelty to 
children or animals, no part of the net earnings of 








My Largest Single Sale 


Coffeyville, Kansas, January 6.—Sold at 
Wells Brothers, to an oil man, wife and 
daughter, boots and party pumps amount- 
ing to $119.50. 

Mobridge, South Dakota —On December 
1, 1919, the Tunnell Shoe Company had a 
very successful opening of an attractive new 
store. On January 18, 1920, their largest 
single sale was made consisting of one pair 
men’s Nettleton shoes at $21.00; 1 pair 
men’s Nettleton shoes at $18.75; 1 pair 
ladies’ shoes at $13.50; 1 pair ladies’ pumps 
at $11.00; 1 pair growing girls’ shoes at 
$9.50; 1 pair misses’ shoes at $7.50 and 
1 pair men’s Metatarsal arch supports at 
$4.50; total, $85.75; tax, $2.40—total, $88.15. 

New Kensington, Pa., January 21.— 
Miller Bros., 964 Fifth Avenue, sold for 
export trade 1 pair ladies’ shoes, $10.00; 1 
pair at $12.20; 1 pair at $12.75; 2 pairs at 
$3.45, $6.90; 1 pair men’s shoes, $14.40; 
3 pair men’s work shoes at $5.00 each, 
$15.00; 1 pair men’s shoes at $8.50; 2 pairs 
boy’s high-grade shoes at $10.00; 1 pair 
child’s high-grade shoes at $3.00, and 1 pair 
of child’s shoes at $4.50. Total, $97.25. 











which inures to the benefit of any private stockholder 
or individual, not to exceed 15 per cent of the tax- 
payer’s net income computed without the benefit of 
this deduction. The total deductions should now be 
deducted from the individual’s total gross income and 
the result is the individual’s net income. 


Personal Exemption 


The Revenue Act of 1918 provides an exemption 
to single individuals of $1,000, and to married indi- 
viduals or the head of a family an exemption of $2,000 
plus $200 for each child under 18, depending on the 
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taxpayer, or if older incapacitated for self-support 
because of mental or physical defect. 

In order to qualify for the $2,000 exemption the 
individual must have been married and living with 
husband or wife on December 31, 1919, which is the 
governing date in connection with the personal ex- 
emption; or, if on December 31, 1919, the taxpayer 
was the sole support of relatives closely related to him 
by blood, marriage or adoption, and living in the same 
household and looked upon by them to exercise a 
greater or less amount of control in matters affecting 
the support and maintenance of the household, he has 
the status of head of a family and is entitled to the 
same exemption as a married individual. 


A Credit of $200 


In addition to the exemption stated in the previous 
paragraph the taxpayer may also deduct on his indi- 
vidual return a credit of $200 for each person for 
whom he is the chief support, but it must be remem- 
bered that he can claim this additional exemption 
only with respect to children 17 years of age or younger 
and persons mentally defective or crippled, and per- 
sons old enough to be, without question, physically 
incapacitated for self-support. 

If the taxpayer contributed to the support of some 
relative or other person who is over 17 years of age, 
in fair health and still active, he cannot be allowed 
the additional $200 even though he is furnishing the 
chief support. The personal exemption should then 
be deducted from the net income of the individual and 
the result, if not in excess of $4,000, is subject to a 
normal tax of 4 per cent, or, if in excess of $4,000, the 
amount in excess is taxable at 8 per cent. If the in- 
dividual’s income is of such proportion as to require 
the payment of a surtax, that is, if his income is in 
excess of $5,000, he should carefully compute this ad- 
ditional tax in accordance with the instructions as set 
forth on page one of general instructions on the Form 
1040, individual return. 


How to Pay Tax 


After the computation is completed and a copy of 
the return for future reference has been made, the in- 
dividual, if a resident of Massachusetts, should for- 
ward the return to the Collector of Internal Revenue, 
Little Building, Boston, Mass., or to the collector in 
whose district he is a resident, accompanied by a check 
for at least one-fourth of the tax, or preferably the full 
amount of tax, thereby liquidating his liability to the 
Government and placing the worry and care of his 
Federal income tax behind him for another year. 





A big North Shore leather firm of Massachusetts 
has a board of censors who critically examine each 
new line of leather, and approve of its tannage, color, 
and grain before it is offered to shoe manufacturers. 
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Successful Women in the Shoe Business 







Theresa M. Ryan, a Partner in the Retail Firm of Ryan, Callahan & 


Ryan, Salida, Colorado, Is Interviewed 


The story of Ryan, Callahan § Ryan at Salida, Colorado, is one of a group of seven in the 


chain of Golden Rules Stores. The manager of each store is a partner in the business. 
Last year Miss Ryan made the enviable record of doing a business in excess of $80,000 with 


a total overhead of 1314 per cent. 


She was the only woman member of the Mountain States Shoe Retailers’ Association who at- 
tended the Denver Convention, September 16, 1919, where this interview was given. 

Thomas M. Callahan, ‘“‘senior partner,” says of Miss Ryan: ‘It would require a large 
volume to incorporate all the many ideas and personal actions she has sprung on us almost daily 
which have added to our prosperity as well as her own.” 


in a department store, in a city of 10,000 

people, and I soon realized that clerks in de- 
partment stores were on a long slow road to 
advancement. 

“T applied for a position with a firm in Blackfoot, 
Idaho, a town of 5,000 people, located on the border 
of an Indian Reservation. This firm conducted a 
first-class dry goods, clothing, shoe, ready-to-wear 
and millinery store; the firm gave each clerk a certain 
stock to keep and put it up to him to make good in 
selling merchandise in any and all departments in the 
store. The motto of the firm was ‘Never go back on 
the Poor.’ 

‘Another good policy adopted by this firm was that 
the owners made it as much their business to train 
clerks and make merchants out of them as they did to 
sell merchandise. 

“T knew that the opportunity came to the handsome 
man frequently, but to the working girl once in a 
lifetime. 


eer after leaving school, I began clerking 


My Opportunity at Hand 

“T felt that my opportunity to make good was now 
at hand, and I laid aside the kid gloves, put on the 
black sateen apron and got busy; meanwhile, keeping 
my eyes and ears open that I might hear every word 
and see every move which the older and more experi- 
enced salespeople used in salesmanship. 

“I bobbed up in all the departments of the store 
endeavoring to put a sale across on an innocent 
customer. 

“Shoes? Yes, Shoes: Shoes became quite a hobby 
with me early in my career as a saleswoman. 


Studied Foot Fitting 


“TI studied each and every foot closely, and soon 
learned to fit shoes in a way that gave comfort to the 
wearer, made the foot look neat and pretty, made a 
satisfied customer and a friend to the particular shoe 
and the store, as well as myself. 


“IT took advantage of every opportunity to visit 
the sample rooms with the shoe buyer, and drank in 
every word the shoe salesman said about his shoes, 
and by so doing I became fairly well posted on shoes. 

“TI sold suits of clothes to the cattle man, while I 
inquired after the condition of his cattle on the range 
and the prospective price he would get for them when 
he shipped them to the Eastern market. 

“T sold the large sombrero hats to the big buck 
Indian and at the same time complimented him on the 
long black braids of hair hanging over his shoulders 
to below his belt. 

“T sold the loud and bright colored Indian blankets 
to the Indian squaws, as I played with the black-eyed, 
brown-skinned papoose who was sewn up in canvas 
attached to a board on the squaw’s back. 


Interested in Each Customer 


“T sold the high-heeled cowboy boots to the cow- 
boy while I informed him that I could not help but 
admire his graceful horseback riding. 

“T fitted up the farmer and his sons with under- 
wear and sundry Winter supplies as I inquired the 
number of tons of sugar beets to the acre or the num- 
ber of sacks of potatoes he would get from his farm. 

“‘The fashionable society man was pleased to buy his 
silk shirts and handsome ties of me because I made 
him feel that I was assisting him in selecting the 
proper things to wear at balls and other social gather- 
ings 

“In the ladies’ ready-to-wear department I en- 
deavored to sell the ladies’ suits, dresses and wraps 
which added to the style, attractiveness and beauty 
of the wearer in so far as her pocketbook would 
admit. 

“In the millinery department, I tried to sell hats 
which were particularly becoming to the lady and 
which her friends would admire to the extent that she 
would come to us when she wanted to purchase 
another hat. 
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“T do not give you the above illustrations of my 
salesmanship through egotism on my part, but simply 
to illustrate the fact that when I apparently was in- 
terested in the thing; my customers were interested 
in, it was easier to put the sale across. 


Merchant’s Profit in Last Pair 


“T also learned that a merchant’s profit comes out 
of the last pair of shoes left of the dozen, the last pair 
of hose in the box and the last few yards of cloth in the 
bolt, and discovered that if I wished to gain the confi- 
dence of my employers or get next to their pocket 
books in the way of a raise in salary, it was necessary 
for me to sell ‘odds and ends’ and ‘left overs’ at a 
profit to the store. Consequently, I trained myself 


THERESA RYAN 


to have a feeling of resentfulness at ‘odds and ends,’ 
and kept customers constantly carrying them out of 
the store. 

“IT also saw that the clerk who was too faint- 
hearted to show high-priced goods, or goods which 
made a long profit for the firm, did not stand in very 
high esteem with the management, so I forgot that 
cheap goods, or goods which carried little or no profit, 
were in the store. I might be looking right at them 
and yet I never really saw them. The only goods I 
could see were the high-priced goods which carried a 
good profit. 

“The store decorating and window trimming was 
done at night. The windows were very attractive 


Feb. 14, 1920 


and caught the eyes of more people than the windows 
of all the other stores in town put together. The 
windows were the best medium of advertising and sold 
the goods, so I was anxious to learn the style of win- 
dow trimming and volunteered to help out. 

“Checking off and marking new merchandise, 
writing advertising, arranging for sales and such 
work was usually done at night and I was al- 
ways a good fellow and came back at night to help 
out. 

‘The firm thought that I was the most accommo- 
dating clerk they ever had, but they did not realize 
that it was a commercial night school to me. I was 
learning their business in their way, and helping them 
at the same time. 

“My first knowledge that I was making good came 
after being with the firm about one year, when the 
managing member of the firm said to me: ‘I will leave 
for New York tomorrow, and will be gone six weeks. 
I am leaving the business in your hands while I am 
away. You are supreme here as manager.’ It was 
very unexpected and quite a surprise to me, but I did 
not want to show any timidity about undertaking the 
responsibility. My nerve came to my rescue, and I 
said that I would be glad to assume the responsibility, 
and would do the best that I could. 


A Lesson in Proper Management 


“The managing partner had been gone only a few 
weeks when one day the senior member of the firm 
came in unexpectedly. It was his first visit there 
while I was with the firm, and as I was in charge, I 
naturally felt over-anxious about having everything 
just right in every way. I was a very busy girl and 
tried to do everything that all of the clerks would 
overlook. 

“The senior partner noticed this and called my 
attention to the proper way to manage help in a very 
few sentences. He said: ‘Your position does not re- 
quire you to do the work that others are paid to do. 
To manage a business you must give orders, see that 
every one in the house is at work and kept busy, then 
if you have any spare time, work yourself.’ 

“On his departure for the East, he informed me that 
he had advised his partners to raise my salary and 
date it back six months. 

“At the end of two years the firm sprung another 
surprise on me. They evidently were well satisfied 
with the knowledge and business principles which I 
had absorbed and took me in as a partner in a small 
store in Salida, Colorado, which I immediately took 
charge of as managing partner. 


Theresa Ryan Member of Firm 


“The Salida firm was reorganized under the firm 
name of RYAN, CALLAHAN AND RYAN, 
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SALIDA, COLORADO. Miss Theresa Ryan, 
manager. 

“You can imagine my delight as a girl, at seeing my 
name for the first time in a firm name, and I resolved 
to make good. 

“T put all my energy into the business. I lay 
awake nights thinking about what was best for me to 
do tomorrow, next week or next month. 

“Did I make good? Well, I suppose I did, for at 
the end of my first year in Salida the firm took a long 
lease on one of the largest and most modern store 
buildings in the city. They fitted it up with the most 
modern windows, window fixtures and store fixtures. 
They left nothing undone, nor spared any expense to 
make it the most convenient and completely equipped 
store in the West. A new high-class stock of dry 
goods, clothing, millinery, ready-to-wear, and shoes 
was opened up; the business started off with a bound, 
and continued that way. 

“T sure was a proud girl. Proud of my store, proud 
of my business and, last but not least, proud of my 
partners who had placed so much confidence in me. 
Assuming this responsibility made me feel very un- 
easy, but this uneasiness only spurred me on and made 
me all the more determined to make good. 

“T had but one home and that was my store. I 
never knew what time of day or night it was so long 
as I found anything in the store that required my at- 
tention. I stayed with the business constantly and 
continuously. 

“Being a firm believer in advertising I advertised in 
a conservative, systematic way, and was well repaid 
by a steadily increasing business. 


The Reward of Close Application 


“To your question, ‘Has such close attention 
to the business been profitable to you?’ I will 
answer: 

“Five years ago I came into the firm in debt for 
my interest in the business, and I now own an equal 
interest in the business with the senior partners and 
am entirely out of debt. I also own a nice bunch of 
stock in two large lumber enterprises in the South, in 
which my partners are interested, and have to my 
personal credit a nice bank account. I am also 
arranging to join my senior partners in putting out 
two more stores. 

“Therefore, considering what I had five years ago 
and what I have now, I feel that I have been amply 
repaid for the time and energy I have put into the 
business. 

“Once more, I repeat (this information is not given 
in a boasting way by any means, as such is not my 
natural disposition) that other girls striving to get 
along and prosper may get the benefit of any points of 
success that I may have worked out.” 
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There is but one answer to make, and 
there are but a few principles that are the 
foundation of success. These are to assume 
all responsibilities placed upon you. 

Make good in these responsibilities and 
help others to take care of their responsibil- 
ities, and 

Last but not least, take care of the firm’s 
interest, first,last and all the time, and the 
firm will take care of you. 











British Labor Statistics 


Increase in Employment in Shoe and Leather 
Factories 


The Bureau of Labor Statistics of the Department 
of Labor has received reports from 60 boot and shoe 
manufacturers comparing their employment in De- 
cember, 1918 and 1919. According to these reports in 
December, 1918, there were 51,883 persons employed 
in these 60 factories increasing in the same month of 
last year to 56,850 which is an increase of 9.6 per cent. 
The pay rolls in these factories in December, 1918, 
amounted to $1,099,136, increasing in the same month 
of last year to $1,383,753, or an increase of 25.9 per 
cent. 

The Bureau also received replies from 33 leather 
factories stating that the employment in December, 
1918, totaled 15,877, increasing in December of last 
year to 17,899, or an increase of 12.7 per cent. The 
pay rolls in these 33 establishments increased from 
$372,734 in December, 1918, to $457,682 in December 
of last year, or an increase of 22.8 per cent. 

Replies were also received from 60 boot and shoe 
factories comparing their employment in November 
and December, 1919. In November, 1919, there were 
55,219 persons employed in these factories, increasing 
in December to 56,437, or an increase of 2.2 per cent. 
The pay rolls increased from $1,248,318 in November 
to $1,373,683 in December, or an increase of 10 per 
cent. 

Replies were also received from 33 leather manu- 
facturers showing that the employment in November, 
1919, was 17,786, increasing slightly in December to 
17,899, or an increase of 6 per cent. The pay rolls on 
the other hand increased from $430,524 in November 
to $457,682 in December, or an increase of 6.3 per cent. 





“Near Mates” 


Hand the medal for this week to the shoe merchant 
who is offering “near mates.’’ We don’t know what 
he’s got for shoes, but he has a new footwear phrase 
for sure. 
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Census of the Industry 


A General and Supplemental Schedule for Manufacturers of 
Boots and Shoes Herewith Presented 


may soon be so paraphrased by the business 

man of the United States as to read “Know 
Thy Business,” as a result of a call soon to be made 
upon him by a polite, fairly patient but none the less 
persistent enumerator of the Census Bureau, who will 
request that said business man fill out two schedules, 
one general, the other supplemental. It might, 
therefore, be wise for the business man to anticipate 
such visit by familiarizing himself to the - fullest 
possible extent with all the details of his business, 
especially along the lines concerning which specific 
information will be sought. 

For this reason, therefore, advance information is 
herewith furnished as to the data which the repre- 
sentative of the Census Bureau at Washington will 
call for. Under the general schedule for manufac- 
tures there are thirteen general heads, which are sub- 
divided in such way as to secure needed specific de- 
tails, as follows: 


7. scriptural injunction, “Know Thyself,” 





1. Description of establishments. 

2. Amount of capital actually invested— 
owned and borrowed. 

3. Salaried employes, number, Decem- 
ber 15, 1919, as per payroll. 

4. Wage earners, including piece work- 
ers: number, December 15, 1919, as per pay- 
roll. 

5. Wage earners, including piece work- 
ers: number, as per payrolls or time rolls 
on the fifteenth day of each month, period 
covered by this report. 

6. Total amounts paid in salary and 
wages during year covered by this re- 
port. 

7. Time in operation and hours worked. 

8. Rent and taxes paid or due for the 
year. 

9. Materials, mill supplies and fuel, 
total cost of all used during the year covered 
by this report. 

10. Products: Value of products and 
work performed during the year. 

11. Power: Mechanical power employed 
for manufacturing purposes. 

12. Fuel used: The quantity of each kind 
of fuel used during the year. 

13. Remarks. 











It is important to bear in mind that the 
total value of products shown in the _ supple- 
mental schedule must agree with the total in the 
general schedule. 


No Report on Custom Shoemaking 


The manufacturer of boots and shoes, in filling out 
Form 107, of the following supplemental schedule, 
will not report custom shoe making and repair- 
ing. He, however, will be called upon for the fol- 
lowing: 

The name of his establishment, the name of the 
owner, the exact location, and, under the heading of 
products, be asked to: 

The number of pairs of boots and shoes manu- 
factured during the year is to be reported, as indi- 
cated, including the number of pairs made by con- 
tractors for the establishment reported; also, the 
total volue of each different kind is to be given. Es- 
tablishments engaged in contract work must not re- 
port the number of pairs of boots, shoes or slippers 
made, but give the amount received for work done 
under the heading “all other products,” appearing 
later on in the supplemental schedule. 

In reporting the “kind” of manufactures in this 
establishment, data as to the following will be 
necessary : 

The Necessary Data 


Boots and shoes: men’s (high and low cut); boys’ 
and youths’, little gents’ (high and low cut); women’s 
(high and low cut); misses’ (high and low cut); 
children’s (high and low cut); athletic and sporting, 
canvas and other textile fabrics, fiber shoes (in which 
leather is not the material of chief value). 

Slippers (for house and evening wear): men’s, boys’ 
and youths’, women’s, misses’, and children’s; felt or 
other fiber (in which leather is not the material of 
chief value). 

Sandals, infants’ shoes and slippers, moccasins, cut 
stock (made during the year and sold as such, or on 
hand); findings (made during the year and sold 
as such, or on hand); all other products (state 
kind). 

As to the above the enumerater will call for infor- 
mation as to the number of pairs, by classes, 
under welted, McKay, turned, wood or metal 
fastening. 

Under the head of “total” will come the number 
of pairs, and the value. 
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factory 








1. Products. Report the number of pairs of boots and shoes manufactured during the year, as indicated, including 
the number of pairs made by contractors for the establishment reporting; also give the total value of each 


different kind. 
Establishments engaged in contract work must not report the number of pairs of boots, shoes, or slippers made, but 


give the amount received for work done under ‘“‘All other products.” 
The total value of products in this schedule must agree with the total in the General Schedule. 
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““Shookids” Drive 


Cammeyer’s, New York, Adopts Novel Scheme for Securing Children’s 


Shoe Business 


4 
AMMEYER’S, New York, recently conducted 
C a drive for children’s shoe business with a 
goodly measure of success. The firm makes a 
specialty of ““Shookids” shoes made up especially for 
the little folks, and sold under the trade-mark name. 
An attractive reproduction of a hand written letter, 
illustrated with fanciful figures in colors, printed on 
pink and blue paper was sent out to a mailing list of 
5,000 names. 
' The letter follows: 





ammeyer 
never’ Dho 








Well Paying System 

As the twig is bent, so is the tree inclined. The 
children of today are the men and women of tomorrow. 
With this in mind merchants all over the country have 
devised various schemes to capture the children’s 
trade of their town. This effort probably has received 
less attention in the shoe trade than in any other 
line of retail endeavor, but at least one large firm 
worked out a system that is showing remarkable 
results. 

Cammeyer’s, New York, began their “Shookid”’ 
drive about five years ago. “Shookid,” be it ex- 
plained, is the trade-marked name that the store 
applies to all its children’s shoes. These shoes are 


made over a scientifically designed last and of the 
best materials. Price is a secondary consideration, 
for, according to Dr. Hart, president of the company, 
quality will show to better advantage in children’s 
shoes than in footwear for adults. 


Direct Appeal to Child 


In advertising “‘Shookids’’ the store carries the 
appeal directly to the child. 

Each “‘Shookid” customer, after purchasing a pair 
of the shoes, is mailed a copy of a “Shookid’”’ drawing 
book, containing about a dozen outline drawings on 
heavy coated paper. The opposite page of each out- 
line shows the completed drawing fully colored. 
These books cost the firm about 25 cents apiece, but 
are good investments since they have gone through 
several “‘editions.”’ 


Books Are Mailed 


These books are mailed, and not handed the tiny 
customer, for a twofold reason. First, the book might 
be lost while being carried home, and secondly, by 
mailing it, the address and name of the customer is 
asked, thus adding to the mailing list, which is one 
of the valuable adjuncts in building up the business. 

Cammeyer’s have in mind the extension of the 
“Shookid”’ business to include a separate department 
for the little folk, with small fitting benches and the 
walls decorated with shoekid drawings. 

At present the department is run in conjunction 
with other departments, but a specially trained force of 
salespeople are retained for the children’s trade. These 
are older people, who have a natural fondness for 
children and whose training has given them an expert 
knowledge in the fitting of children’s feet. 


Reputation for Quality 


“We have built up our ‘Shookid’ business on a 
reputation for quality,” said Dr. Hart. ‘“‘People tell 
me that they wear better than the average shoe for 
children. We have only the best of materials, not 
extravagant, but the best for the purpose, put into 
these shoes, and all during the advancing price we 
have not cut down the quality one jot. We won't 
lower the quality no matter to what height prices go.”’ 


White Leather 


A great deal of white leather, both sole and upper, 
is being made in North Shore tanneries, which is a 
sign that white shoes are to have quite a run. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE Co. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 


Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Sh 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
jie Twins,’’ Distributors of Mudge Old 
dies’ Shoes. 


G. E. LIPPMAN SHOE CO, 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
—— Super-Tred and Billiken 
hoes. 


PEDIGO-WEBER SHOE CoO. 
B Fine Shoes for Women—“‘Pedigo Style”’ 


PETERS SHOE CO. 
‘“We make more fine shoes and ship 
them quicker than any other house in 
the West.”’ 


ROBERTS, JOHNSON & RAND SHOE CO. 
em Society and “Tess and Ted’’ 
oes. 


SAMUELS SHOE CO. 
Young Women’s, Girls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CoO. 
Novelty Boots and Oxfords. 


WIZARD FOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 
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WoRLDS SHOE MLARKET 


OR you, Mr. Merchant, our large and 

handsome new quarters mean better 

service and larger stocks to choose 
from. You will find that David P. Wohl 
Shoe Company footwear to be just the 
sort you want to please your trade with. 





Our prices will please you. Our 
shoes will bring you satisfied customers who 
will return for more of this sort of mer- 
chandise. 

When you think of 
St. Louis, the 
World’s Shoe 
Market, be sure 


to keep us in mind. 











© DAVID P. WOHL SHOE CO. 


1216 Washington Ave., St. Louis, Mo. 
Headguarters for 
Popular-Priced, Good-Wearing Shoes 
for Men and Women 
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Sailor Ties 


In Stock 


Style No. 147 


Black Patent One Eyelet Tie—Full 
Breasted 18-8 Louis covered heel—Plate— 
Gros-grain ribbon bow—fine imitation 
turn—very pretty pattern. In stock AA 


to C. 
Price $6.50 


Style No. 148. 
Same shoe as above in fine Black Kid. 
Price $6.50 


Leo Gordon Shoe Co. 


SAINT LOUIS 
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Felt Slipper 
Announcement! 





Our Felt Slipper Line for 
1920 consists of over 200 
styles and colors, at prices 
in keeping with the quali- 
ties offered. 


Our many years’ experience 
in selling Felt Slippers 
assures you of popular 
styles —our factory affilia- 
tions and our 1919 de- 


livery record merit your 
consideration. 

Our salesmen are on the 
road—and will see you 
soon. We believe you can 


profitably reserve your 
order. 


Samples and Prices Submitted 
Upon Request 


JAMES CLARK 
LEATHER CO. 


SAINT LOUIS U. S. A. 
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On the Floor 


For Immediate Delivery 


These six beautiful numbers together with hundreds of others are in stock at excep- 
tionally low prices for high quality footwear. We have built up a reputation for 
prompt deliveries second to none. We have doubled our floor space this season and 
are better equipped than ever to handle our fast growing business. Your mail order 
shipped same day received. 





2776—Black Glazed Kid, New 
Two-Eyelet Tie, 18-8 Leather 
LXV. Heel, Aluminum Plate, 
Imitation Turn Sole; A, B, C 
and D Widths, 214-8... . $6.25 


1873X—Black Kid Lace Ox- 
ford, 18-8 Full-Breasted Wood 
Covered Heel, Aluminum 
Plate, Made “~~ a New Long 
Vamp Last, “T.-S.”’ Process 
Flexible Sole: AA, A, Band A! 
Widths, 214-8 $6. 
2362—Same in Patent. 


2771—Black Glazed Kid Lace 
Oxford, Pressed Tip, Invisible 
Eyelets, 14-8 New Military 
Heel, Goodyear Welt Sole; 
Made Over a New Lon Last; 
AA, A, B and C 

24-8 

2770—Same i in 18- 8 ‘Leather 
Louis Heel. 


2778—Gun Metal Seamless 
Pump; Made over a New Last; 
Carries a 13-8 Military Heel, 
Flexible Scle; B, C and D 
Widths, 214-8 


2782—Patent Chrome, Seam- 
less Pump; Made Over a New 
Last; Carries a Baby LXV. 
Leather Heel, idietien Turn 
Sole; a Winner; A, B,. © 

D Widths, 2 4-8 

2780—Same in Kid. 


3255—Patent Chrome, Seam- 
less Pump, 19-8 Full-Breasted 
Wood Covered Heel, Alumi- 
num Plate, Hand- turned Sole; 
Made over a New Pump Last; 
AA, A, B and C Widths, 2 a, 
8 


3260—Same in Dull Cleo. — 


Write For Our New Spring Style Book 


TOBER-SAIFER SHOE CO. 


Novelty Shoes in Stock First 
1312 Washington Ave. : St. Louis, Mo. 
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Little PRINCE & PRINCESS Welts 
FOR CHILDREN 


are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince & Princess Wells are children’s shoes of character, and refinement, stylish in appearance, 
and will reflect credit to their users everywhere. 


Write us and our salesman will be pleased to call. 


PRINCE ‘ 
P 
FOR Bors paw Gee 


*“*RAISE THEM ROYALLY” 


No. 115 


All Sizes and Widths—Nature’s or Eng. Last 
No. 100 Pat. Lea. 
No. 105 Heavy Kid 
No. 110 Gun Met. 
No. 115 Mahogany 


THE BROGUE 


Genuine English Brogue, 1 to 7, all widths. 
No. 210 Brogue Boot 
No. 4670 Brogue Oxford. 


BRAUER BROS. SHOE. @. “W.s%a"* 








¥ 








SHOE LACES 


Fp OT, 


< 
i Amcer7 | 


All Popular Colors and Lengths, Flat and Round — 
Mercer:zed and Silk Fabric weet and Metal Tipped, 
Fine Silk Ribbon Paired and in Rolls. 


Fancy Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - - St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 























Trade-marks in Foreign 


The Latest— Theo Tie 


Style B-1723—Patent Vamp, Black Satin Quarter, Theo Tie, 


* Turn, 18-8 Full Louis Heel, AA to C $ 8.00 
Style B-1720—All Black Ooze Calf Theo Tie, AA toC... 10.50 
Style B-1721—All Brown Ooze Calf, as above, AA toC.. 10.50 
Style B-1722—All Black Kid, as above, AA to Cc 8.00 
Style R-1615—Patent, as above, AA to C 

Delivery March Ist. 
Allforders filled in order received. 


G. E. LIPPMAN SHOE CO. 









































Countries 


Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, Mexico, the South American Countries and 
also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark to the first applicant, ir ective of 

rior use by another. This allows the piracy o valuable 
Trede-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped_to goomney handle your 
applications for Registration of Trade-marks in all Foreign 

‘ountries, as well as in the United States. Address all Inquiries 
to Boot and Shoe Recorder Patent and Trade-Mark Depart- 
ment, 207 South St., Boston, Mass. 

















_ 1627 Washington St., St. Louis, Mo. 
“il Sr 
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A GREAT BUY 


MODEL NO. 136 
CHERRY RED BROGAN BAL 
WIDTHS AA TO D—SIZES 5 TO 11 


OU can buy with all confidence in its selling quality and trade 
winning virtues. A better example of good shoemaking was never 
offered at the price quoted. Here’s an opportunity to profit in 


.more ways than one. It will bring your price, and with it will come the 


customer’s good will. 


PRICE $11.00 


Get the habit of depending on our in-stock department for styles, widths 
and sizes. Our in-stock department is in strong position to help you 
make money. Big orders generally follow sampling. Merchants who 
have never yet done business with us are asked to see just what fine shoes 
we make by placing trial order on style above. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


NEW YORK ‘ PHILADELPHIA DETROIT 
Marbridge Building 1215 Market Street Washington Arcade 


CHICAGO, Republic Building 


SAN FRANCISCO 
Pacific Building 
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Little PRINCE & PRINCESS Welts 
FOR CHILDREN 


are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince & Princess Wells are children’s shoes of character, and refinement, stylish in appearance, 
and will reflect credit to their users everywhere. 


Write us and our salesman will be pleased to call. 


hit ree . 
PRINCE PRINCES! 
FOR Bors FOR GIRLS 


‘““RAISE THEM ROYALLY” 


THE BROGUE . 
All Sizes and Widths—Nature’s or Eng. Last 


¥ 















Genuine English Brogue, 1 to 7, all widths. 
No. 210 Brogue Boot 
No. 4670 Brogue Oxford. 


BRAUER BROS. SHOE. @. 


ST. LOUI 
U.S.A. ” 


No. 100 Pat. Lea. 
No. 105 Heavy Kid 
No. 110 Gun Met. 
No. 115 Mahogany 































SHOE LACES 
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All Popular Colors and Lengths, Flat and Round — 
Mercer:zed and Silk Fabric Wg and Metal Tipped, 
Fine Silk Ribbon Paired and in Rolls. 


Fancy Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - - St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 



































Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, Mexico, the South American Countries and 
also in Europe, Asia and Africa? 





The Latest— Theo Tie ™* of 


_ Style B-1723—Patent Vamp, Black Satin Quarter, Theo Tie, 
Turn, 18-8 Full Louis Heel, AA toC.......-----++2++° $ 8.00 
Style B-1720—All Black Ooze Calf Theo Tie, tee -) sr 
ee eee ene 7. 2 i ign Countries award exclusive trade-mark rights 
Style B-1722—All Black Kid, as above, AA toC....--- oan uote —— mark to the first applicant, irr setite of 
Style R-1615—Patent, as above, AA toC......---++> . rior use by another. This allows the piracy of valuable 

Delivery March Ist. rade-marks in such countries. 
Allforders filled in order received. The Boot and Shoe Recorder maintains a Patent and Trade- 


G. E. LIPPMAN SHOE Co. mark Department fully equipped to prom tly handle your 


to Boot and Shoe Recorder Patent and Trade-Mark Depart- 
ment, 207 South St., Boston, Mass. 





































































Countries, as well as in the United States. Address all Inquiries 
SS eo 


applications for Registration of Trade-marks in all Foreign 
= 1627 Washington St., St. Louis, Mo. 
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A GREAT BUY | 


MODEL NO. 136 
CHERRY RED BROGAN BAL 
WIDTHS AA TO D—SIZES 5 TO II 
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OU can buy with all confidence in its selling quality and trade r= 
winning virtues. A better example of good shoemaking was never | = 
offered at the price quoted. Here’s an opportunity to profit in = 

-more ways than one. It will bring your price, and with it will come the a= 
customer’s good will. T= 


PRICE $11.00 


Get the habit of depending on our in-stock department for styles, widths 
and sizes. Our in-stock department is in strong position to help you 
make money. Big orders generally follow sampling. Merchants who 
have never yet done business with us are asked to see just what fine shoes 
we make by placing trial order on style above. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


il I 


= | 


he 
ll 





BOSTON NEW YORK ' PHILADELPHIA DETROIT SAN FRANCISCO = 
183 Essex Street Marbridge Building 1215 Market Street | Washington Arcade Pacific Building a 
CHICAGO, Republic Building fib teeta” 

in ry) 
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Chat - 


and Parallel 


I was chatting with a retail shoe 
merchant recently. The conversation 
finally got around to shoe trees—it 
always does with me. 


“Are trees really so necessary?” 
Ventilated Pack—Flat No. 250 | asked the shoe merchant. 


“Listen,” I told him, “here’s a 
parallel.” 


“When it rains you go home and carefully 
place your damp coat on a hanger—certainly you 
don't throw it down on the nearest chair. Of 
course you don't and neither does your customer! 


Now how about your shoes? 


Would you take them off when damp and throw 
them under the radiator? I hardly think so. 


But do you put shoe trees in them? 
That's the question. 


If you do not, you are not doing everything pos- 
sible to lengthen the life of the shoe, and you as a 
dealer know what this means. 


If you are not talking this over with your cus- 
tomers, your shoes are not well sold. 


Take this lesson home to yourself—apply the 
lesson to your customers. Show shoe trees— 
talk shoe trees—sell shoe trees—for in doing this 
you are not only giving your customer helpful 
service but you are building—safely and solidly— 
a business of the finest kind. 


APIS 


























Shoe Tree Division 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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oe To get the mosf- poe + @ 7, Buy 


BEACON: /SHOES 


— FAMOUS FOR FITTING FEET 
fise—a\ EVERY DEALER IN THE COUNTRY 


CAN TAKE ADVANTAGE OF OUR STOCK DEPARTMENT , 
—EVERY STOCK STYLE CAN BE SHIPPED WITH 


BEACON Trade Mak—SPEEDWELL Trade Mark 
or UNBRANDED if Preferred 












E v 
Vip 


Below we illustrate some of our STOCK STYLES READY TO 0 SHIP 


(SO STYLES IN STOCK } 
TREMENDOUS VALUES IN EVERY GRADE 


DOVER LAST Stock No. B056 Price $5.50 


ee Cordo Tan Oxford Dover Last 


No. B056 
. Good solid Leather Soles, 8/8 Heel 
INVISIBLE eyelets’ 
Sizes, C and D, 5-11 


Stock No. B060 Price $5.65 


Cordo Tan Bal Dover Last 
Otherwise like above shoe 











Sizes, C and D, 5 to I1 





Stock No. B950 Price -$9.75 


Brown Cordo ViciOxford Newport Last 


9/8 Leather Heel 
Sizes, B and C, 6-11; C and D, 5-11 


Stock No. B509 Price $9.0714 
Brown Cordo Pony Bal Newport Las! 


NEWPORT LAST 9/8 Wingfoot Rubber Heel 
OXFORD Sizes, A, 7-11; B, 6-11 
No. B950 C and D, 5- i 








F. M. HOYT SHOE COMPANY 


MANCHESTER, NEW HAMPSHIRE 
Stock Departments Located at 


18 South Wells St. | MANCHESTER, | HAVANA, 
CHICAGO, ILL. NEW HAMPSHIRE 


Order From the Nearest Point—Latest Catalog Sent on Request 


OO 


CUBA 


qv 
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RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right. 


IGHT-WEIGHT, comfortable and as water repellent as 
leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open. 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their confidence 
isearned by the actual service the boots render in the “‘going.” 


Catalog and merchants’ price lists yours for the asking. 


W.C.RUSSELL MOCCASIN CO. 


BERLIN 3 33 33 WISCONSIN 


: 
: 
; 
: 
; 
: 
: 
: 
z 
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S time goes on and shoe prices 
A show no signs of lessening, 
you who are trying to give 
your customers the best possible 
“run for their money” should be 
more than ever attracted to the 


“STEADFAST” line. 


We believe in sharing with our 
custome-s any economies we can 
effect by fortunate purchasing of 
materials. 


This is one good reason why our 
prices represent “better value for 
the money.” 


SMITH-BRISCOE SHOE CO. Inc. 


inna / Makers of Good Shoes for Men? 


Made also in bool style 7 LYNCHBURG = iS “ VIRGINIA , BE 
~All il 
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Nath’! Adams 
Martin J. Bolger 
Jas. C. Hall 
Frank B. Newhall 
Frank Reese 
W. A. Seavey 
Frank J. Slagle 











LS eat you find an article that always 

returns the same unvarying meas- 
ure of satisfaction whenever you buy it, 
you come to take its worth for granted. 











La France shoes are in precisely that 
situation. 










Having established certain standards 
which they must fulfill, we have held 
them to those standards until they are 
naturally expected by La France dealers 
and their customers. 







Williams, Clark & Ce. 


Lynn, Mass. 
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Who Says It’s a “Cinch” 
To Fit Pumps ° 


If it were, no shoe man would be more successful than 
another. As it is now it is mostly a matter of experience 


and a judicious use of .“GILCO SPECIALTIES.” 


SHOE RETAINERS 


stop that annoying slipping at the heel—wearing out of 
costly hosiery—complaints that pumps don’t fit. . 


They Are Quickly and Easily Attached without the use of 


tools—without stitching. a 
Every first class jobber carries the “‘GILCO”’ line 


Practical and Profitable to You. 


WRITE FOR CATALOGUE 








Colors: Black, white, tan and gray. 
Sold for 25 cents Everywhere. Ask your jobber for them. MFG. CO * 
The ‘‘Gilco” line is known as a money maker by alert shoe 
dealers everywhere. 





SPECIALTIES 

















Prlee $1.35 per denen pair. E. T. GILBERT 


228-36 South Ave., Rochester, N. Y. 








Make the findings department 
More Profitable. 




















3 Big Leaders Out Of Many 
fay = Leather Insurance 


* Griffin Polishes (cuit 


GRIFFIN 
eg\pREME QUAL s> 
gt 
lOvioN CREAM) | ie” 

















GRIFFIN RAPID BLACK DYE GRIFFIN “SUPREME QUALITY” GRIFFIN LOTION CREAM 
For converting shop-worn Tan Shoes into SELF-POLISHING DRESSING In white, black, light tan, Havana brown, 
a Lasti Black. ‘No odor—No Poisonous - dark brown, light gray and dark gray. 
Oil of Myrbane. “or ladies’ and children’s shoes—Softens Cleans, softens and polishes all kid leather. 
Small Size, $15.75 , $1.40 doz.; Large and preserves the leather. Contains no injurious acids. It is to the 
Size, $22.30 gross, $2.00 doz.; Quart, $1.15 : leather what cold cream is to the skin. 
each; Gallon, $3.75. 5 oz. Size only, $24.00 gross, $2.15 doz. 3 oz. Size, $21.00 per gross, $1.80 per doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - - ‘NEW YORK, U.S. A. 

























HIGH GRADE 
GOODYEAR 
WELTS 
IN-STOCK 





id 3- Tie. ~w A 200—New Nut Brown Russia 
A ay “i *Calf Oxford. Mil. Heel. 


For At Once Delivery 


A 200—New Nut Brown Russia Calf Oxford, 14-8 Mil. Heel, A to D 
A 157—Black Calf Oxford, 14-8 Mil. Heel, A to D 
159—Black Kid Oxford, 19-8 LL. Heel, AA to D 
158—Black Kid Oxford, 14-8 Mil. Heel, AA to D 
160—Hav. Brown Kid Oxford, 19-8 LL. Heel, A to D 
185—No. 25 Brown Nubuck Oxford, 19-8 Full Louis Wood Covered Heel, AA to C.. 8.50 
163—Mat Kid 3-Eyelet Tie, 19-8 LL. Heel, AA to D 
161—No. ne Nubuck, 3-Eyelet Tie, 19-8 Full Louis Wood Covered Heel, AA 
to 
193—Mat. Kid Swagger Pump, 19-8 Heel, AA to D 
199—Patent Colt Swagger Pump, 19-8 Full Louis Wood Celluloid Cov. Heel, AA to D.. 8.00 


165—Patent Colt Seamless Opera Pump, 14-8 Baby Louis Heel, A to D 


For April 1 Delivery 


197— White Fabric Broadway Pump, 19-8 Full Louis Wood Covered Heel, AA to D. $6.25 
198— White Fabric Broadway Pump, 14-8 Baby Louis Wood Covered Heel, AAtoD.. 6.25 
216—White Eve Cloth Oxford, 14-8 Military Wood Covered Heel, AA to D 6.25 
194— White Nubuck Patsy Pump, 19-8 Full Louis Wood Covered Heel, A to D....... 7.75 


>>> >> >>p>d 


Dekuct 25c¢ per pair when ordering 36 pair to a width 


In-Stock Terms 2-10 Net 30. West of Buffalo 10 days extra, Denver to the Coast 20 days extra. 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 


Boston In-Stock;Department 78 Lincoln Street 


C The Shoes You Order Hre the Shoes You Get y 


SRR LT 


SS OOM ST 











BOOT AND SHOE RECORDER Feb. 14, 1920 


ea 


ee Oe ee eee 
BAe 
/ ty - Pp itet li gles ; 
Ser Site Wore a 
tg ie ta Y- 4 
a B.-7 : 
aA ‘ 


Rin of 


bi» 





TO PRESERVE THE STYLE OF THE: TOE IS 
TO RETAIN THE BEAUTY OF THE WHOLE SHOE 


That is why the leading shoe manufacturers everywhere use the VULCO-UNIT 
BOX TOE. Because of its waterproof and perspiration-proof qualities it is the 
most durable box toe known. 

Mr. Retailer :— 


You can obtain the Vulco- Unit Box Toe in all your shoes by simply specifying 
them in all orders to your shoe manufacturer. 


BECKWITH BOX TOE COMPANY 
100 LINCOLN STREET, =~_ BOSTON, MASS. 
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No. 35— Men’s Mahogany Veal Lace Oxford, 
Rubber Heel. D, E, 5-10. 


$7.50 


No. 120—Same as above in Side Leather. 
$6.75 











IN STOCK 


With our new factory we are in 
position to make shipments same 
day order is received. 


We carry the most complete line 
of men’s shoes in the WEST. 


A card will bring our salesmen to 
you. 


R.P. Smith & Sons Co. 
Chicago 
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In the business world of today, the term “demand” has 
taken on a singular meaning —quality. 


Quality is the watchword in the factory, in the retail 
store—is the guidance of the consumer’s purchases. 


There is no greater satisfaction to the retail merchant 
than to demonstrate quality to his customers. That’s 
why so many merchants choose SICONY Footwear— 
the quality is there. , 


Our new French Models on American Lasts created 
much favorable comment from the country’s most 
critical buyers at the Boston Style Display and Conven- 
tion. 


Black suede and satin are most in demand, but we also 
make it of all desirable fabrics and leathers, including 
gold and silver brecades. 





[1 M-STOWE IMPORTING CO. 


(2-19-lb EAST 22” ST.NEW YORK 






































TRUFIT 
SPATS 


NOW 


We still have some 
AN UP-TO-DATE SHOE SHOP of this season’s 


No up to date merchant would light his shop with lines and 
candles or kerosene lamps, when for the same or less the prices 
money he can have the conveniences of electricity. on them 
Then why use benches, settees or four post chairs are unchanged. Figures on next season’s 


when the same cost will install AMERICAN INTER- y . 
LOCKING CHAIRS—THE MODERN SHOE goods will show decided advances. 


STORE SEATING. We have some stocks in all wanted colors in box cloth and 
felt but cannot guarantee complete delivery on all lines. 


AMERICAN SEATING ((OMPANY = 


CHICAGO, ILL. NEW YORK Laing, Harrar & Chamberlin 
alenccandiananel i eae 43 N. 3RD STREET, PHILADELPHIA 

















Wetherby Kayser Shoe Co., Los Angeles, Cal. 
Chairs = American Seating Co. 























—_ 
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Samuel Cohen 


72 Lincoln St., Boston, Mass. 





Write us your wants immediately on these 
wonderful values in turn footwear. 
Three features: Workmanship, Quality 
and Price. 








No. 2421—A, 4-8, 4144-8, 4144-71; B, 314-64, 314-7, 4-7, 4-8; C, 
3-7, 3-614, 4-7. 

Ladies’ Chrome Patent Five-Eyelet Oxford. Imitation Stitched Tip, 
Hand Turned Soles, Full Loais 18-8 Wood Celluloid Covered PRICE 
BT OEE PCE ee CLT ee ee re ay er $5.50 


No. 2420—B, 314-6, 314-7, 4-7, 4-8; C, 3-614, 314-64, 3-7, 4-7. 
Ladies’ Chrome Gun Calf Five Eyelet Oxford. Imitation Stitched 


Tip, Hand Turned Soles, Full Louis 18-8 Wood Covered PRICE 
ee ere er ree Se ee. ree a $5.50 


No. 2413—B, 2-7, 314-7; C, 2144-64, 3-64, 3144-644, 3-7. PRICE . 
Ladies’ Chrome Patent Turn, Plain Pump, Full Louis Heel. $5.00 


Terms Net 30 Days, F. O. B. Boston 


“The House That Undersells”’ 


TOTTI L Tell eM LOM LOLOL LPL PLU © 
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: 
5 
5 
d 
: 
5 
5 


| 
So eee eee eMUIeMMeM NUNN MINNILLO MULL LULU ULL Le 1 


=! 


* 

















82 BOOT AND SHOE RECORDER 


Forty Salesmen © 
Are Leaving Chicago 
With New Styles for the 


Fall Season. 


They have some 
surprises and 
big values to 


spring. 
Prices will be found 


attractive. Deliveries 
assured. 


Just a card from you 

is all that’s necessary 

to assure that you see 
Carter’s Fine Welt Shoes 
for Men and Boys. 





Feb.. 14, 1920 


J. W. CARTER CHICAGO CO. 


CHICAGO, ILL. 











tm nineteen man aa bi GO 








One Shoe 


3 i “Si 


gh andLow 


Brown and Black 


No. 451— Black Kid Lace Ox- 
ford, plain narrow toe, singie 
sole, 2 1-8 inch full Louis 


wood heel, AAA to D. .$8.00 







No. 400—Havana Brown Kid 
Lace, 8% inch high cut, plain 
narrow toe, single sole, 2 1-8 
inch full Louis wood heel, 
AAA to D.......... $11.50 


No. 450—Havana Brown 
Kid, same as above... .$9.00 


as above...cccecose. 

















size 


and 
down 
to 
AAA 
IN 





The Jocelyn ONE-LAST shoe. 
fitting! Medium Vamp. 

Only TWO patterns comprise the line—high cut and lace oxford—in TWO 
leathers—Havana Brown and Glazed Black Kid. 

Special Process McKay sewed—as thoroughly flexible as a hand turn—and 
more serviceable! 


TOP-NOTCH QUALITY — GREAT VALUE 


This shoe has ail the qualities that make for easy selling—combined with a 
special low price that is obtained by concentration on the manufacture of 
only ONE SHOE. 

Sizes up to9. Note prices above. 

Terms—5 per cent—10 days. Ask to see samples. 





The most POPULAR last and perfect 




















bi yt 
5 masts = te 36 We, 


« , 8% ~s Me 5 
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No. 401—Black Kid, same 
10.00 


Shoe Co. 
Milwaukee, 

























































BOOT AND SHOE RECORDER Feb. 14, 1920 


SOLES—FIRST WALK 


4to 8 
Turns 


a> 


26 Rieshors of First Walks 
Carried In Stock 


Prices range from $1.05 to $1.50 per pair. The best values in Infants’ 
First Step Shoes. They all have Felt Socklinings, Leather Counters and 


7-iron Specially-treated Bend Soles. 
20 salesmen now leaving for their territories with complete line. Write 


for appointment. Send for price list and samples. 


FAUST SHOE CO. 


Little Shoes for Little Devils 


19S. Wells St. — . - - Chicago 








‘HUBTIP” ‘Xo MEMLTIE” SHOE LACES 


Shoe Laces, consequently, they 
Never Shp. 


“HUBTIP” 


no metal in the tips of 
remidin aiways a permanent wiack . 
Made of fast coier raid, will wear twice as {ong as ordinary laces 
SS SS ee eS SS eee 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 


-- 4.30 


27 in. per gro. Strings. ....$2.60 
30 Ti ity 7) ia) mG 7 2.80 
4.80 


- » 525 


F ASSORTMENT CABINET 
48 pair 36 in 
24° 45 °° 


Men’s 63 in. per gro. Strings. & 
72 oe sé La ee 


E ASSORTMENT CABINET 
eee 
36“ 45“... +7 } $8.60 


36 in. per gro. Strings... .. $3.25 
40 “ nee er we 
G ASSORTMENT CABINET 
36 pair 36 in 

24 ty 45 La 

12 ty 


A ASSORTMENT CABINET 
36 pair 36 in 
18 i) 45 se 





18 “ 54 “ 





= in. per gro. Strings.. .. -$3.85 
D ASSORTMENT CABINET 
18 pair 36 in 
18 “se 40 7) 


18 “e 
18 se 


ORDER A TRIAL CABINET 
t 
COUNTER DISPLAY EASEL 





CO.--Mfrs.--Boston and Chicago, U. S. A. 


PPL iii iii iii iii iiiiii titi iii i iii titi te 








FRANK W. WHITCHER 





Feb. 14, 


1920 BOOT AND SHOE RECORDER 


| ee are i 


aa 


= 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


lL 


Snappy Styles Always In Stock 





The L. B. Schindler Shoe Co. 


Wholesalers of 


Women’s, Men’s, Boys’ and Little Gents’ Shoes 
At 99 DUANE STREET, NEW YORK CITY 


Announce the Opening of a 


BRANCH 


LOCATED AT 


30 South Street, Boston, Mass. 


WITH ITS REPRESENTATIVE 


MR. HERMAN RAPPORT 
IN CHARGE 











To get further acquainted, we will offer 
—while they last—in both Boston and 
New York, the number described below. 


GOODYEAR WELT — BROCKTON MADE 


No. 991 


aa N Mahogany 
* ' Eng. Bal 
> \ On Our 
, > ' Strand Last 
ra q = 


tS 


J 


——— ee 
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Heel «4 Edge 
ENAMEL 


—gives that much desired 
RENEWED appearance to 
heels and sole edges. The 
newness endures, for Repco 
does not rub off. It contains 
no varnish, shellac or other 
gummy substance. Repco’s 
beautiful finish of lasting 
newness insures complete 
customer contentment. To 
meet every modish require- 
ment Repco can be had in 
Havana Brown, White, Iv- 
ory, Light Gray, Dark Gray 
and Champagne. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


ia 

a 

| 
' 


1243Main PR 6.00cseeesscannd 37 Warren 
306 Broad Philadelphia.......... 221 North 18th 
‘ourt Rochester, N. Y......scccese 130 Mill 

216 Chartres BD, BA 00000008000ceses 1423 Olive 
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STOCK: 


FOR IMMEDIATE DELIVERY 
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No. 3304—Russia Calf 





Oxford, Modified 
Brogue, Military Heel, 
$7.00 


No. 2314—Black Kid 
_ Mil eo A- 


No. 3315—Russia Calf 
— Mil. Heel, eae 4 


No. 3314—Same_ in e 

No. 5315—Same_ in 
Russia Calf...... $7.00 io. $08t—Gome _ ie 
No. 5314—Same_ in 
Gun Metal...... $7.00 


HE SHOES here shown are ex- 
pressive of the distinctiveness 
of the style in our entire line, 
which we carry in-stock for 

immediate delivery. 





eM eT eT TTT eH TTT TT el 








eM ene TTT eT 



















Our modified brogue embodies the 
snappy, swinging lines of the more 
dressy shoe—a splendid style for all 
around wear. 





No. 6519—Patent Colt 





OTe TTT eT io 


eT eo TTTTTT 





Two-Eyelet Tie, Lea- 
ther Louis Heel, Imi- 
tation Turn Edge.$6.75 


No. 2519—Same_ in 
Black Kid....... $6.75 


No. 3519—Same_ in 
Russia Calf...... $6.75 


No. 2313—Black Vici 
Kid Oxford, Leather 

Heel, Imitation 
Turn Edge, a 
. ee $7. 


No. 2313X — “no 
without Tip..... $7.00 


No. 6313—Same _ in 


No. 4519—Same __ in Patent Colt...... $7.00 


Havana Brown Vici, 
$7.00 


HUGHES & TANSEY, Inc. 


Sales Office and Stock Rooms 
128 Summer St. 
BOSTON 9, MASS. 


Distributors of Hennessey, Maxwell & Hennessey Shoes 
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“This Shoe Is Made of 
Brown’s Quality Calfskin’’ 


—says the Salesman 


ST ay iy ti | | | 


H® recognizes the value of this potent selling point and 
realizes that it helps him considerably in getting the 
order or making the sale. “Sunpru’’ Colors lead in 
popularity. The quality is assured. 








Koko 4, Otter 12, Brown and Black Ooze and Rich Tan II, 
With No. 15, Plain or Boarded, for the Export Trade 


C. D. BROWN & CO,, Inc. 


EXECUTIVE OFFICE AND ousmnen 


Ses” 


CY | Rent an ELLIOTT 
































Service is the 
result of years of 











Yo Uu r D e ma nd | Maintenance 





this season may take ) experience. 
It will fit your 


an unexpected turn— oii tae 
you never can be sure 


of it and you may need | Or Every 
If you advance 


the “‘live-wire’’ book ) 
preter made in 


of IN-STOCK SHOES. 'o.atin o ll 
Why not play safe by Machine pores ‘ 


writing TODAY Buy an Machines 
ELLIOTT is in the 


Use the Wires (ELLIOTT 


——SIBECKER ete Pen pe 
= E= $ our or 
SELL THE LIVE WIRE Hi HQUS" The Elliott Plan 


NOVELTIES & STAPLES pipe 
“kaiiamioes 
enw one bee ELLIOTT MACHINE CO. - Grand Rapids, Mich. 
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WALL, DOYLE & DALY, INC. 


BROCKTON, MASS. 














MEN’S FINE SHOES 


MANUFACTURED EXCLUSIVELY 
FOR WHOLESALE TRADE 


UNION MADE 
















100% 


with 
Soonve™ 


WING BF root 
HEEL 

















SATAY ASHE 







WALL, STREETER & DOYLE CO. 


NORTH ADAMS, MASS. 











We Manufacture 









Streeter Shoes for Men Who Stay Young 
and 
J. M. O’Donnell & Co. Shoes ‘‘Your Old Friends.” 
Character Shoes of Quality 
Union Made 





Made With 
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Ready-to-Ship Styles of the 
“Dalton” Shoe for Men 


STOCK NO. 587 
BROGUE LAST 
Gallun’s 4 Norwegian 
Brogue Oxford, Rawhide 


Slip Sole 
Sizes and Widths: AA and 
A, 5toll 


Price $9.75 


Have you tried our stock department service? 
No! Well, you have missed'something. 


Our Stock Department is for the convenience 
and accommodation of customers and our sales 
show they appreciate it. 


The shoes are constructed of the best material 
and are well made by high class shoemakers. 


The styles carried in stock are those that are 
in greatest demand. 


All shoes sent in plain cartons and unbranded. 


Send for Catalogue showing full line of Dalton Shoes 


STOCK NO. 512 
DART LAST 


Cherry Calf Varsity Bal, 

Single Sole, LeatherfHeel, 

ew Extreme Narrow 

Toe, Sizes and Widths: 

AA, A,7tol1l; B,6toll; 
vo D, 5 5% to 11 


Price $10.00 


STOCK NO. 524 
BROGUE LAST 


Gallun’s 4 Norwegian 
Brogue ae Rawhide 


Sole 
aey and wh 


to 11; B, 6 t 11;C 
D, 5 to 11 


Price $10.75 


THE' DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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cities in the West. 
Emil Decker, South. 
T. G. Fitch, West. 
C. N. Fitch, West. 
L. C. Byrne, West. 


W. E. Merson, Michigan and 
West. 


Before Buying CHIPMAN-HARWOOD & CO. 


Our Salesmen Are Starting 


for their territory with complete lines of ‘‘WOOL-WITCH”’ felt slippers, 


men’s leather slippers and children’s 


ASBORN SHOES 


Clark Harwood, to the large E. C. Varney, Minnesota. 
H. A. Sublett, Pacific Coast. 
Burt Requa, Michigan. 


Elias Berlow, New York. 
W. C. Holt, Middle West. 
H. J. Wagner, New England. 


Ben.Landsberg,Pennsylvania 


Chas. Rogers, New England. 
Mel Hilton, New England. 


J. Rosenthal, 
India. 


L. C. Esser, Manila and India. 
Jose Ruff, Mexico. 


Armour and De Witt, Cuba 
and Porto Rico. 


Manila and 


See Us 


564 ATLANTIC AVENUE 
BOSTON, MASS. 
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OTEL 
IMPERIAL 


Broadway at 32nd Street 


NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 
and 

in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


Midway Between Both Railroad 
Terminals 














NOW READY! 
1920 DIRECTORY 


OF 
Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughiy and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


jobbers included. 
Price $2.00 Postpaid 
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Shoe Trades Publishing Co. 
683 ATLANTIC AVE. ° BOSTON 
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Let Us Make You Acquainted With 


LITTLE MISS ARMORTRED 


LITTLE MISS ARMORTRED is one of the finest companions any small lady 


could have—she’s quiet, unobtrusive, careful and always ready to protect and help. 


Wise mothers are quite ready to introduce Little Miss Armortred to their young 
daughters once they discover how much she does—and saves. It’s simply up to 


you to tell them how practical and economical LITTLE MISS ARMORTRED 


really is. 


Armortred Rubber Heels make children more quiet around the house, prevent 
the marring of floors and furniture and save many a bad fall. Moreover they 
represent a saving in actual money over leather heels, which they greatly outwear. 


Sell them to your trade and you will win increasing sales and profits. 


OUABAUG RUBBER CO. 


North Brookfield, Mass. 


**Made in New England” 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 

The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 
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Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 


paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full description of our numerous outfits, each 
for a particular size shop. 


e * ¢ . 
United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
incinnati Brockton San Franci Harrisburg, Pa. ~ 
30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill Columbus, Ohio Lynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street ‘» 1 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
St. Louis Reading, Pa. Milwaukee | Philadelphia New Orleans 
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MARSHALL 


7 ” 
OQUACITY MAINTAINEO 
i 














LOUNGING ROOM- ATHLETIC 
CLUB- LOS ANGELES, CAL. 













The tenth picture of a series showing places which 
portray those refined charactcristics typical of Marshall 
“Quality Maintained” Men's Shoes. 





ABLES IIE TI AI ETE REN IY INI ET IYI ee 














SOT TTT 


“Pp 


TOT TTT TTT 











cr] 


VODUGIRGLIDODOODSAUADRODOUOULDERNOSGROOU0000007R00NUUTUNONEDDVSQSEORUODAUUEOAVAUOUOUOUNGISAUEDSNUANNNNSUIQAONTANUUOUULATHAOIUNION 


SS OOS T STOO OS 6S OSES OE SLE SSS OSES TOSS ESECOERDEEDSH OHS CO TOTES OOO HEREEH SOLES EC SCE OOOSESEES 








pS SO 88S OS SF BESO TEE SED SEHEES EES SOS SES ES SESS OSES OSES ESS OEO POH TTS HUO OHHH CEES H SSO SOSH OTST ESET OEO OS 




















rx 

















LH DUDOANOGAUGRUARRULULGGEGUNSUSUDERODTAUEUGUAULTLINGUDUUUUOUQQUERUUUGEANCOURUGUEQURECHOCGUUGHUQOTONAORURRDGRUCQUUUREGDNOGUERSGGROGODRLOODONAIUD 


MODEL 0366 
: Marshallized Calf, Major Oxford, 
° with Wing Tip, on Smilage Last 
: with 
=|: WING fF roor 
HEEL 
| C:S:-MARSHALL COMPANY 
: b 
; BROCKTON ~~ MASS 
WOT, hh i i CC ZS ; 
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For “At Once” and Fall, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 














PRICE LIST? 








HAGERSTOWN SHOE & 
LEGGING COMPANY 































Don’t get a “‘grouch’’ on because 


of poor leather. Order 





"TY 


H 


/ 
/ 





HAGERSTOWN, MARYLAND 
U. S. A. 
/ 





MONARCH OF THE OAKS 
SOLE LEATHER 





from your jobber and you'll smile, 


too. 










CALIFORNIA OAK 
BARK VAT TANNED 
FROM PACKER HIDES 






KULLMAN,, SALZ & GO. 


Tanners of Real Leather 


82 FULTON ST. WELLS FARGO BLDG. 220 W. LAKE ST. 
NEW YORK SAN FRANCISCO CHICAGO 
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Increase Your Profits 


DOUBLE FELT HEEL 


HIGH GRADE LEATHER 








Mr. Retailer: 


You can increase your profits with little 





additional 


overhead by putting in a stock of “The Dayton” 


Cushion Insoles. 


Their comfort and health-giving properties are un- 


excelled. 


Write for a trial order. 


The Dayton Felt Products C 


123 MILL STREET - « 


ompany 


DAYTON, OHIO 























You Really Need the Catalog 
of Fishson Shoe Buckles 


ig shows a wide variety of smart de- 

signs in enamel, Sterling and Sil- 
verite. It points the way to making 
your Shoe Ornament department 
more profitable. Write for it today. 
Our representative will call upon 
request. 


Jen WN Fishel & Sons 


126 West 22nd Street, New York City 
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Emery and Marshall Co. 
Haverhill, Mass. 


The World’s Leading Patent Leather 


ATENT PARAMOUNT has ARAMOUNT Side Leather 

behind it the experience and is made in White Buck 
knowledge of more than twenty- and also Colored and Black 
five years. Boarded. 


THAYER-FOSS COMPANY Py BOSTON, MASS. 


15 and 17 SOUTH STREET 
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HERE THEY ARE 


TRIMLINE 


SPAT 


The 


BOOT-TOP 


By far the smartest boot top-model ever 
designed. Made to slip on over the heel 
without a buckle, it is the choice of well- 
dressed women who prefer a style that 
gives the fashionable cloth-top-shoe ef- 
fect. It’s a style that sells. 


With its graceful lines, snug ankle-hugging cut, 
and tailored-to-order appearance—the STAND- 
ARD “Trimline” is the one “‘best seller” and 
most universally popular spat design ever placed 
onthe market. It’s the style that will be featured 
as the STANDARD mode throughout the big 
STANDARD advertising campaign for 1920. 


ae 


‘SPATS 


NATIONALLY ADVERTISED 


The popularity of STANDARD SPATS, backed up by 
STANDARD advertising, created a demand last year that was 
difficult to fill. With a still bigger advertising campaign for 
1920 an even larger demand is certain to result. To meet this 
demand we have increased production facilities and expect to 
be able to fill all orders promptly. To assure timely deliveries 
it is advisable to place early orders, however, for the two 
STANDARD styles described above. 


S. RAUH & COMPANY - 310 Sixth Ave., New York, N. Y. 


For 50 Years the World’s Largest and Foremost Makers of Finest Spats 


Made in the Exclusive 
“RAUTEX ’”’ Fabrics 
—cloth, linen, silk and satin. 


All the most fashionable 
shades. 
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When the U. S. Walrus is held un- 
der a faucet or pump, every trace 
of mud washes quickly off its 
smooth rubber surface. 


One of the Season’s Successes 
—increasingly popular with dealers everywhere 


FYROM Maine to Califor- 
nia, we’re telling farmers 
this Winter about the new 
overshoe that’s ready for 
them at their dealers. 


And from California to 
Maine, men are saying to 
their dealers, “Show me a 
pair of U. S. Walrus!”’ 


It’s just the overshoe that 
farmers and outdoor men 
have been waiting for: warm 
and handy as an arctic, with 
the smooth rubber surface of 
a boot. 


We were sure there would be 
a tremendous demand for 
such a type—if men only 
knew about it. That’s why- 
we decided to give it national 
distribution, backed by 
coast-to-coast advertising. 


Results have proved conclu- 
sively that we were right. 


Dealers who handle the U. S. 
Walrus are delighted with its 
rapid turnover—its steadily 
increasing sales. 


United States Rubber Company 
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BOOTS AND SHOES 


Hardest Winter in a Generation 
Serves to Clean Out Rubber 
Supplies—Factories Will . 

Be Busy for Months 
to Come 


A further tax on the supplies in the 
rubber market was in evidence during 
the past week in the great blizzard 
which swept over the Northeastern part 
of the country. Not in a generation has 
there been more use for storm footwear. 
It is a regular old-fashioned rubber 
Winter so far. It seems apparent that 
rubber footwear mills will be operated 
to their full capacity for months to 
come, 

Retail merchants have had abnormal 
business in the rubber line since the 
beginning of the year, and wholesalers 
who usually have some stock to carry 
over will be cleaned out soon, if they 
are not already. 


One of the large rubber companies 
at the present time is making more 
rubber boots than at any time in its 
history. When consideration is given 
to the fact that this company was the 
largest producer in the country for 
rubber boots for war work and that 
production during the war reached very 
high levels, the present state of manu- 
facture will be more fully appreciated. 
In spite of this increased production 
there is a decided shortage among retail 
merchants of rubber boots. This is 
accounted for in part by the weather 
conditions which have prevailed through- 
out the country and partly by unusual 
activity in the various occupations 
where rubber boots are_ generally 
worn. 

The influenza epidemic has had a 
marked influence on the sale of rubber 
footwear. Through the press there 
have been issued epidemic lists of com- 
mon-sense instructions regarding pre- 
cautions against influenza and pneu- 
monia, and all of these lists have con- 
tained the admonition to protect the 
feet against dampness by the use of 
rubber footwear. The result has been 
felt accordingly by retail merchants. 


J 2 5 meat ~ 
Me 
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The Rubber Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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Shelves Will Be Empty 


Reports received by the large com- 
panies indicate that retailers, jobbers, 
and factory warehouses will find their 
shelves practically stripped of rubber 
footwear of all kinds at the close of the 
season. In ordinary years that period 
finds the wholesalers with considerable 
stock on hand for the next season. 
This year, however, new goods are 
working their way through to the con- 
sumers as fast as they are manu- 
factured. 

Reports received by big manufactur- 
ers of rubber goods and wholesale 
distributors show that retail merchants 
are anticipating liberally their require- 
ments of rubber footwear for the Fall 
of 1920. Detailed orders are 100 per 
cent in excess of the same period last 
year. 

Tennis and Outing Lines 


Conditions in this branch of the field 
are exceedingly healthy and the in- 
creasing interest in out-of-door sports 
as well as in gymnasium use will call 
for a much larger production of this 
line. In one sport alone, basket-ball, 
there is a growing use for suitable rub- 
ber footwear. It is well known that 
tennis and outing use in general is 
constantly on the increase in this 
country. The problem of the future is 
not going to be one of demand, but 
rather of ability to get sufficient suitable 
help and facilities for producing on a 
scale large enough to meet the demand. 
Few industries have shown such a 
remarkable increase in production dur- 
ing the past few years. 


CRUDE RUBBER 


Market Rather Unsettled—Buyers 
and Sellers Not Much Inclined 
to Operate—Affected by Ex- 
change 


The market was slightly off the past 
week in plantation rubber as a result 
of a weakness of sterling exchange and 
the financial depression accompanying 
it. Buyers under this condition hesitate 
to make commitments on an extended 
scale. While holders found an outlet 
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for some lots at lower prices, there were 
few sales of consequence. 

At the end of the week quotations 
were rather dull at 49 cents for ribbed 
smoked sheets of first latex, pale crepe 
on spot or near by; 50 cents for April- 
June, 51 cents for July-September, 
514%centsfor July-December, 51 cents 
for October-December. 

Ambers are commanding more than 
ribbed smoked sheets, sales being made 
at 50 cents for No. 1, 49 cents for No. 2, 
and 48 cents for No. 3. Business was 
rather dull on Paras and Centrals, 
with not much change in prices. Paras 
felt the influence depressing plantation 
and are quoted at lower figures. Up- 
river fine selling at 45 cents and other 
grades lower accordingly. We quote 
spot prices as follows: 


First latex pale crepe 
Smoked sheets 

Brown crepe 

Upriver fine para 

Upriver coarse 

Island coarse.............. 
Caucho ball upper 

Caucho ball lower 


Centrals and Mexicans 
Guayule (20% moisture)....25 @27 


SCRAP RUBBER 


Large Outlook for Shoes and Arctics 
—Business Sluggish 


Owing to weather conditions market 
activity was interfered with and was 
not large enough to establish absolute 
values. It seems to be the belief that 
the Spring will witness an unusual 
collection of shoes and arctics, which 
will tend to weaken prices. If re- 
claimers would withhold their buying 
until Spring, it is said that their need for 
raw material would about balance the 
supply. Not many sizable sales have 
been reported of late, but the selling 
price is nominally 814 cents to 834 
cents. The same at shipment will bring 
8 cents delivered. Dealers, warehouses, 
and other buyers figure at about 734 
cents. Reclaimers are busy but are 

(Continued on page 149) 
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Our Crystal They are Neutral, blending perfectly with any color scheme 


Are always clean and fresh 


Glass F ixtures Any merchandise is perfectly displayed 


able. ™ 2 vd enany tae . = They are substantial and stand securely 
—_ ye qentens, Marans: 3 f & AT They are the best and most largely used fixture 
and 15 inches high); some of the plate 
glasses; also two sample “trims.” Our Catalog “G.F.” shows the complete line. Write jor it. Ask for colored 
circular of beautiful Window Rugs. Send for samples of Window Valance (carried in stock). Ask for samples of 


Window Plushes and Velours. Catalog “R” shows Wicker Fixtures. 























NEW YORK SHOW ROOM 


THE HECHT FIXTURE CO. YORK SHOW 1 
Medinah Bldg., Wells St. and Jackson Blvd., CHICAGO Between Broadway and 4th Ave. 
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YOUR EASTER SHOES ARE HERE 


READY TO SHIP BY EXPRESS OR FREIGHT 
THE DAY YOUR ORDER IS RECEIVED 









DONT DELAY-- 
ORDER NOW 








No. 256— Patent ~g™ Tie, Lea. Louis Heel, 
Pee.. Fs EP cease cccccccaees $6.00 


257—Same in Black Kid, A-D........ 
258—Patent Eyelet Tie, Cuban Heel, 
A-D 6.00 

















Yo. 211—Dull Kid Colonial, Cuban Heel, 
Style 256 RT EOL REE E RO $6. 00 





209—Same in Patent, A-D............ 
Patent, Black Buckle, 
5.50 


201—Dull Kid Colonial, Lea. Louis a - 
A-D 6.00 




















200—Same in Patent, A-D............ 


214—White Kid Colonial, Cov. 
BI, BBP on. oso 50.05 0:06 0 00:0 cn dne sees 











Yo. 283—Black Kid Oxford, Lea. Louis Heel, 
A-D $6.00 


281—-Same in Patent Leather, A-D..... 
Similar Styles with Military Heels 















Style 283 
Style 296 






No. 296—Patent Pump, Full Louis Heel, 
$6.00 







291—Same Style, A-D..............4. 
294—Same in Dull Kid Turn, A-D...... 


246—Patent Pump, 
er re 


245—Same in Dull Kid, A-D........... 
Similar Styles with Military Heels 



















. 493—Patent Lace, Mouse Kid Top, Lea. 
Louis Heel, Welt, A-D............-. $8.00 


433—Same style, McKay, A-D......... 







469—Havana Brown Kid Lace, Mouse _o 
Top, Louis Heel, Welt, A-D......... 






411—Same style, McKay, A-D......... 






427—Black Kid Lace, Gray Buck ig 
Rees EAs TIO, BRB. coc ccsscseses 7.50 








. ae iray Kid Lace, Lea. Louis Heel, Welt, 
A-D $9.00 


Poa Kid Lace, Welt, Louis ied. 
A-D 8.00 








Style 493 Also made with Military Heels. 


Style 491 





Allow for transportation 
delays and order EARLY 








Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE CO. 


564 ATLANTIC AVENUE 






BOSTON 
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No. 7531 S 


“STYLE, WITH COMFORT’’ 


| A new Grover model for Spring which combines with 
attractive style the Grover standard of excellence of 
materials and manufacture and the essential Grover 
quality of comfort. 


Makers of the Famous 
SOFT SHOES FOR TENDER FEET 















| BOSTON 


J. J. Grover’s Sons Co. 


LYNN, MASS. 


NEW YORK 









































Price Range? 
$5.50 to $7.50 


Terms? 
2% 10 days, net 30 days 


How and Where Made? 


How Approached? 


and, if requested, samples. 


BROCKTON, MASS. MEN , S 


All Goodyear welts are made in our own Brock- 
ton factory (the Freedman-Powers Shoe Co.) 


Just drop us a line and we will send catalogue 


OBEY THAT IMPULSE AND DO IT NOW! 
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results. 








Established 1899 


BOSTON 








Made and Distributed by 


A. FREEDMAN & SONS 


184 Lincoln Street 


little profit maker. 


MASS. 115 Washington St. 








Le sn © TT es 


afl 


















Poe eTT Te Li 


“‘OH’’ HOWhite 


BAG POWDER 


The Instant Cleaner 
for White Shoes! 


A white shoe 
cleaner that will 
actually clean! 





No liquid to spill—easily packed in hand- 
bag when traveling, always clean and 
available and invariably gives satisfactory 


Get Oh HOWhite on sale. It’s a great 


In stock for immediate delivery. 


Jobbers Write for Prices 
EDW. H. JOHNSON MFG. CO. 


Trenton, N. J. 


iz 


i 


ML LMM tT eT 


Tes eter el eM eniii tis 





er Ns ea 





Feb. 14, 1920 BOOT AND SHOE RECORDER 105 





{K~e > \: 
~.) THE F-J warks — 
a af 
§ ead a 


FOOT: ~ PALS 


MARK 


, FELT AND NOVELT* ;. 
FOOTWEAR 


















No Full Shelves 


during the period of cold and snow—if 
you have 

E-Z Walk Felt Bals 
in stock to meet the daily increasing de- 
mand. When rubber boots and arctics 
sell— Felt Bals sell. Simply deuble sales 
by getting in your supply now. 
















Men’s Felt Socks and Bals and Foot-Pals, 
with Felt and leather soles—also soft sole 
for inside comfort with bcots. 






Quick Turnovers— 
Liberal Profits! 







Write direct to us if your 
jobber doesn’t have them 
—and give us his name. 








No. 839— Men’s Felt Bals 


THE E-Z WALK MEG. CO., Inc. 


62-70 W. 14th STREET, NEW YORK CITY 











~ 


Sneed. pine rte eens nt 


WILLIAM GREILICH, & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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ADDITIONAL BUSINESS 


Booked with Factories by Visiting 
Retail Shoe Merchants 

Although manufacturers have been 
occupied during the recent past with 
the new samples for the early Fall trips 
of the men and also the pushing out of 
the last of the early deliveries for the 
Spring season, they have found con- 
siderable to interest them in the number 
of shoe men who have been making 
market buying trips to St. Louis. These 
visitors, either on independent trips or 
en route home from the Boston con- 
vention, have shown a_ disposition 
to make further purchases for late 
Spring and Summer delivery and like- 
wise to place early Fall orders, which 
is taken as indicating that there was at 
least some holding off in the hope of 
lower prices and a present confidence 
that there will be no marked reduction 
within the time in which orders placed 
now can be shipped and sold to the 
consumer. The result has been the 
addition of a considerable business to 
the order books which was not antic- 
ipated. \ 

RETAIL TRADE ° 
No Sharp Price Cutting—Reduction 
Mostly Within 10 Per Cent 
Range 

Sales in the retail stores during the 
past week have continued to show the 
disposition of the trade to get rid of its 
odd numbers, broken lines, etc., but 
there has been no evidence of any sharp 
cutting except upon the very few lines 
which were so completely exhausted 
as to leave no reason for holding to the 
few pairs still in stock. For the most 
part the reductions have been in the 
ten per cent range, with an occasional 
reduction of twenty per cent in special 
cases. 

LABOR SUPPLY 
The Output of the Individual 
Employe Is Gaining 

The operation of factories is being 

held up to the limit of labor supply now 


News in Sho 
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ments in America’s Shoe 
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St Louis 
and there are reports that labor is 
showing a better disposition with rela- 
tion to its work in that the aggregate 
of output is not only being increased by 
the additional help available, but also 
that the output per individual employe 
is gaining. This latter factor has been 
noted with considerable interest, for 
the indifference of labor, while not so 
serious in the St. Louis plants as re- 
ported from other manufacturing cen- 
ters, had been sufficient to make a 
decided difference in the efficiency of 
factory operation. 


FEBRUARY SALES 


Stores Report Satisfactory Business 
as Compared with 1919 


The February Sale, which has come 
to be a feature, in St. Louis, and 
especially with the shoe department of 
the Stix, Baer & Fuller Dry Goods 
Company. was started off last week by 
Manager Sam G. Hinckley with a very 
complete showing of footwear which 
had been picked up for the special pur- 
poses of this sale. The merchandise 
offered is all of the latest type and 
consists largely of special lots obtained 
from manufacturers either cleaning up 
stocks on hand preparatory to the new 
season or specially manufactured to 
maintain plants at full capacity until 
the new season’s operations were 
opened. Some very attractive bar- 
gains appeared in the goods offered 
and Manager Hinckley has main- 
tained the reputation gained by the 
department in the February sales which 
have become a feature of the year. 

Other retail departments and stores 
have begun to offer special advance 
numbers of the new season’s goods as 
“teasers” for the consumer and report 
that there has been considerable in- 
terest shown in the new goods. The 


month of February, however, is de- 
cidedly an off period in this retail 
market and trade generally has to be 
forced. At that, however, the stores 
report satisfactory business as com- 
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pared with the same month in previous 
years. 


JACKSON JOHNSON PRESIDENT 


Re-elected as Head of Home and 
Housing Association 

Jackson Johnson, Chairman of the 
Board of the International Shoe Com- 
pany, has been re-elected president of 
the St. Louis Home and Housing As- 
sociation and automatically becomes a 
member of the Executive Committee. 
His company, like most of the other 
large shoe companies of the city, has 
taken stock in the association which, 
capitalized at $2,000,000, will build 
homes in the industrial districts of the 
city for sale to workmen at long terms. 


FROM NEW YORK 


John A. Bush and Frank C. Rand 
Return 


John A. Bush, president of the Brown 
Shoe Company, Inc., who was in New 
York in attendance at the meeting of 
the National Boot & Shoe Manu- 
facturers’ Association, where he was 
elected vice-president, has returned to 
the city. This places him in line for 
the presidency in the event of a change 
in the head of the association. Frank 
C. Rand, president of the International 
Shoe Company, who was chosen a 
member of the Executive Committee, is 
also again at his desk. 


BAD CHECK RECORD 


To Be Kept by Retail Credit Men’s 
National Association 

The Executive Committee of the Re- 
tail Credit Men’s National Association, 
which will hold its mid-Winter meeting 
in St. Louis February 16 to 18, will have 
as one of its principal subjects the 
establishment of a bad check clearing 
house through which information will 
be collected and disseminated regarding 
the issue. of bad checks in all parts 
of the country in the purchase of goods 
from retail merchants. A record of all 























Where to Buy 


Women’s Shoes 














PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 


Patent Chrome Hand- 
Turn ra Pumps 
17-8 Covered Louis Heel, 
Cc,D. 2-7. 


$4.50 


Black Kid Hand Turned Seam- 
less Opera Pumps, tan Breasted 


Covered Louis Heel, As g5., 50 


ae . 
5.00 


Same in Patent 
BARNETT SHOE CO. 


Terms 2%-10, net 30 
110-112 Summer St. Boston, Mass. 


In Stock Boudoirs 


No. ‘202, ae $1.65 
No. 200, Red 1.75 
No. 201, Tam . 1.75 
No. 203, Pink . 1.75 
No. 204, Blue . 1.75 


THE WESTCOTT-WHITMORE co. 


Syracuse, N. 


: High-Grade | Black Boudoirs 


$1.50, $1.55, $1. nan ee er 75, $1.85 Grades. 
Pink, Blue, Tan, Red, $1.70, $1.75, $1.80, 
$1.85, $1.90, $2.00 Grades. 
Terms 3% 10 days. Best workmanship. 
Clean linings. Leather heels. Quilted socks. 
THE es BOUDOIR CO. 
Essex S Haverhill, Mass. 


























COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory, 118 Pheenix Rew 
Bosten Office, 110 Lincein St. HAVERHILL, MASS - 











WHITES THAT ARE ES 
TAIN MANY 


HARTMAN SIIOE COMPANY 


HAVERHILL, MASS 





Thg Line of 100 Styles 
f Comfort Shoes 





TIMSON BROS., Inc. 
Besten, Mass. 
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such checks, photographs of such 
checks and signatures and descriptions 
of offenders will be kept and exchanged 
for the benefit of the retail trade. 
David J. Woodlock, formerly with 
Nugent’s, of St. Louis, is now the execu- 
tive secretary of the organization. 


THE SHOE MART 


Will Retain Same Department Man- 
agers for 1920 


The Shoe Mart has announced that it 
will continue in their present capacities 
the same department managers that it 
has had during the past year, including 
M. M. McCain as the general manager; 
W. M. Fisler in charge of the men’s 
section; V. Bartlett, children’s section; 
F. Wittmond, women’s downstairs 
section; Miss E. Jauer, findings and 
repairs; W. H. Rheine and H. Meinert, 
as well as the regular store staff. Ata 
recent dinner given to the store’s 
employes President Maurice M. Wright 
was present and an enjoyable enter- 
tainment was furnished by members of 
the store organization. 


CONVENTION VISITORS 


Messrs. Lutz and Erhart Back from 
Boston 


A. W. Lutz, manager for the ‘Walk- 


Over shoe stores in St. Louis, who went 
East to attend the N. S. R. A. Con- 
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vention at Boston, and also to take part 
in the annual Walk-Over convention 
at Campello, Mass., has returned to St. 
Louis, and resumed his regular duties. 

William P. Erhart of the W. P. Erhart 
Leather Company, who was a visitor in 
Boston in conjunction with the St. 
Louis party which went on to the 
N. S. R. A. Convention, has returned, 
and has brought with him a new account 
which his company will handle in this 
territory. He will represent the W. D. 
Byron & Sons Leather Company in the 
distribution of its line of oak tanned 
flexible innersoles and bends for women’s 
welt and McKay shoes. 


SHOE SERVICE 


Analyzed for Government by Cap- 
tain Roger L. MacAndrew 


News has been received in St. Louis 
that Roger L. MacAndrew, at one time 
head of the returned goods’ department 
of the International Shoe Company, has 
been made head of the Government’s 
shoe, rubber and leather branch charged 
with testing the durability of various 
models of footwear. He has the rank of 
captain. Under his direction records are 
being kept in various camps and posts 
of the daily service of various shoes, as 
well as the character of the care given. 
The analyzed results are expected to be 
very beneficial to the purchasing de- 
partment. 


Milwaukee 


PRICE ADVANCE 


Milwaukee Journal Gives Publicity 
to this Fact 

“The general comment in the shoe 
and leather trade during the week all 
indicates higher prices for shoes in 1920, 
despite the talk in general business that 
prices of commodities will have to come 
down,”’ says an article in the Milwaukee 
Journal of Saturday evening, February 
7. “Tanners report hides and skins are 
advancing, tanning materials generally 
are more expensive, and the tannery 
labor situation is not without some 
trouble. Four Milwaukee lines of shoes 
have just been advanced from 50 cents 
to $1 per pair, and a large Milwaukee 
shoe concern has sent out notice of 
an advance in shoes in the next three 
weeks.” 


MANUFACTURING SITUATION 


Demand Continues Far in Excess of 
Supply 

Milwaukee boot and shoe manufac- 

turers are able to make little, if any, 

headway against the oversold condition. 


Despite the heavy expansivn of fac- 
tories during the past year, and the pro- 
vision still being made for greater ca- 
pacity, the demand continues to be far 
in excess of the supply. In fact, the 
préduction of the future is heavily 
“mortgaged” already. It continues to 
be an extremely difficult matter to get 
labor, the shortage of which is not now 
particularly stringent as regards the 
number available, but is as bad as ever 
in respect to quality. 


NATIONAL CONVENTION WORK 


Milwaukee Retail Shoe Dealers’ 
Association Actively Planning 
The task that lies before the shoe 
merchants of Milwaukee when the Na- 
tional Association comes to Milwaukee 
for the annual convention was laid be- 
fore them graphically by President A. B. 
Caspari at the monthly meeting of the 
Milwaukee Retail Shoe Dealers’ Asso- 
ciation, Thursday evening, February 5. 
Almost the entire meeting was given 
over to outlining plans and preparing 
for the big work immediately that the 
local executive committee is definitely 
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formed and organized. Every member 
of the association recognizes the magni- 
tude of the task and has signified his 
willingness to contribute his utmost 
effort toward making the convention so 
much of a success that even the great 
conventions of the past will fade into 
relative insignificance. 


NEW ‘“‘FOOT-FITTER” HOME 


Edmonds Shoe Company Plant 
Making 3,000 Pairs Daily 


Unit No. 1 of the big ‘‘Foot-Fitter”’ 
Plant is already turning out 3,000 pairs 
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superintendent and vice-president, to 
look over the new ‘‘Foot-Fitter” home, 
with the result that its Eastern office 
was wired to hold up all building plans 
until return. It is predicted that be- 
fore long there will be several more one- 
story shoe factories in process of con- 
struction in different sections of the 
country. 
A Daylight Plant 


The new ‘Foot-Fitter’’ Plant, which 
in many respects is somewhat similar 
in construction to that of the Nasb 
Motors, Curtis, Republic and others, 
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per day of one shoe in one leather over 
one last. 

The different factory departments 
were moved, one at a time, without any 
loss in workers’ time or production. 
The moves were made at night. The 
operators of each department, at time 
of move, were given their machine num- 
ber, and told to report at the new build- 
ing the followihg morning. As the 
machines were all ticketed, there was 
no confusion nor loss of time occasioned 
by the change, the production, in fact, 
immediately increasing from 2,400 to 
3,000 pairs per day. 

On account of the fact that this new 
plant of the Edmonds Shoe Company 
is the only one-story, saw-tooth glass 
roof shoe factory in the world, it is at- 












is a ‘‘daylight”’ plant in every sense of 
the word, as fully 85 per cent of the 
roof area is of glass. A steady north 
light reaches all parts of the building so 
that there are no dark corners. This 
overhead daylight lighting is thus not 
only uniform ‘but direct. There is a 
saw-tooth for each two rows of machines 
and the light passes directly over the 


.right shoulder of each operative. 


The Service Aisle 


Another original feature is the service 
aisle (serving all departments), which 
extends the full length of the building. 
Aside from carrying all electric, gas and 
water conduits, this aisle forms a pas- 
sageway for electric trucks, which 
convey materials direct from the 











tracting considerable attention and 
during the past three weeks several 
delegations of out-of-town shoe manu- 
facturers have visited Milwaukee in 
order to inspect the new structure. 
One large Eastern shoe manufacturer 
sent a committee, consisting of its 
architect, general manager, factory 


supply rooms to the different depart- 
ments. 


Interior in White 


The interior walls are of white brick 
and the roof and steel trusses are 
enameled in white. Radiators and 
other fixtures are finished in aluminum 
















Where to Buy 


Women’s Shoes 






























HOUSE SLIPPERS 
In Stock 









Less 5% 10 Days 

Shipments day or- 

der ved. 

The Baker Shoe Ce. 
280 River St. 

Haverhill, Mass. 




















Comforts—In Stock 
Ladies’ Brazilian Kid, 


Stock Tip Oxford, 
$3.65. “Lenther uct 
Cushion Sock fo 

















Highest Grade Women’s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 























FELT SLIPPER. 
-Cine 
- Ss 


BLUM SHOE MFG C2 
Danfville. N-Y. 










WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 


Oxfords, Two-Eyelet Ties, 
. Pumps, Sport Shoes 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Boston, Mass. 





















QUALITY 


Boudoir Slippers 
In Fine Cabretta, $2.10 
In ilted Satin, 2.40 
Also Women’s Turn Com- 
fort Shoes and Oxfords, and 
Men’s Slippers. Quality 
Always. Prompt shipments 
ABBOTT SHOE CO., No. Reading, Mass. 
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Where to Buy 


Rubber Footwear 


























MAKERS OF 


DISTINCTIVE 
RUBBER 






FOOTWEAR SG 
CAMBRIDGE RUBBER C9, CAMBRIDGE MASS 
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Where to Buy 


Men’s Shoes 


























Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 


























Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 














FOREN 


who care to dress 
wai- - - = 


TDBARRYC2 


Brockton, Tass. 











TRADE MARK REG 
MES PAT ornice 























STYLE and SERVICE 
in SHOES for MEN 
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paint. The center of the large room, 
which is 477 feet in length and 134 feet 
in width, is as light as those portions 
next to the wall windows. The new 
plant assures natural daylight for each 
operator. Each department has its 
own wasb, locker rooms and lavatories, 
which are outfitted in equipment of the 
latest improved type and are equipped 
with steel doors, steel stalls and tile 
floors. First aid, nospital and other 
conveniences have been amply provided 
for. 


NEW INCORPORATION 


The Howard Schwartz Shoe Com- 
pany—Capital, $20,000 


The Howard Schwartz Shoe Com- 
pany has been organized at Milwaukee 
to manufacture and deal in boots, shoes 
and kindred commodities. The capital 
stock is $20,000. The incorporators 
are Michael Levin, J. S. Konop and 
Josephine Shea. Mr. Levin is an at- 
torney with offices at 114 Grand Avenue. 
He is not ready to divulge the plans of 
the interests he is representing. 


FACTORY NEARING COM- 
PLETION 


Weyenberg Shoe Company to Com- 
mence Operation March 15 


Word comes from Portage, Wis., that 
the Weyenberg Shoe Manufacturing 
Company’s new plant in that city is 
rapidly nearing completion and is now 
expected to commence operations on 
March 15. A _ public reception and 
dance will be held in the new building, 


probably on Saturday evening, March* 


13, when the officials of the Milwaukee 
concern will act as host to the citizens 
of Portage. 


BUILDING IMPROVEMENTS 


By the McIntyre-Burrall Company, 
Green Bay 


The MclIntyre-Burtall Company, 
Green Bay, Wis., a large jobber in 
leather and findings, as well as saddlery, 
workmen’s clothing, etc., is making 
important improvements in its build- 
ing and plans further material enlarge- 
ment by purchasing an adjoining site 
for an addition to provide 25,000 square 
feet. 

ANNUAL MEETING 


Of Marathon Shoe Company, Wau- 
sau—Officers Elected 


At the annual meeting of the Mara- 
thon Shoe Company, Wausau, Wis., the 
following officers who have served the 
company since its organization were 
re-elected: C. Dodge, president; W. E. 
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Dodge, vice-president; S. J. Pentler, 
secretary and general manager; C. K. 
Krueger, treasurer. 

It was decided to increase the capital 
stock of the Marathon Shoe Company 
from $250,000 to $750,000 and plans 
were made for the erection of an addi- 
tional factory in the near future, in 
which will be concentrated the manu- 
facturing of Dr. Sommer’s men’s and 
women’s specialty shoes. The present 
factory will be used for the making of 
Pied Piper children’s shoes exclusively. 


BADGER BRIEFS 


Regarding Retail Shoe Store Addi- 
tions and Expansions 


The Boston Store of Milwaukee has 
marketed a bond issue of $600,000 to 
finance in part the construction of an 
eight-story fireproof store addition, 
90 x 100 feet, at Fourth and Sycamore 
Streets, and three additional stories on 
the present building, 130 x 150 feet in 
size. 

The Boston Store also has pur- 
chased a site on Fourth Street, opposite 
the store, where it proposes to erect a 
fourteen-story building, 75 x 150 feet, 
as a warehouse and storage building for 
stock. 


The Square Deal Shoe Company of 
Amherst, Wisconsin, owned by Harold 
Munchow, has purchased a site for a 
new store building, which will cost about 
$15,000. 


The F. C. Peck Mercantile Company, 
Baraboo, Wisconsin, established forty 
years ago, has been taken over by Roy 
Peck, a nephew of the founder, and 
Peter Lauer, who has been with the 
business for many years. F. C. Peck 
will retire. The store contains a large 
boot and shoe department. 


The F. R. Green Shoe Hospital at 
Appleton, Wisconsin, has moved into 
new and larger quarters at College 
Avenue and Morrison Street. 


The Milwaukee store of the G. R. 
Kinney Company, at 204 West Water 
Street, is conducting a big removal sale 
to reduce the stock prior to the removal 
to new quarters at 211-213 Third 
Street. The transfer will enlarge the 
store about three-fold. The new store 
will be ready March 10. 


G. H. Rhadans, Joseph Seidling, S. D. 
Williams and Charles Backhaus of 
Boyd, Wis., have organized the Far- 
mers Store Company with $50,000 capi- 
tal and will erect a $20,000 store build- 
ing, to be stocked with a general line of 
dry goods, boots and shoes, clothing, 
etc. 
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Indianapolis 


JOHN C. HART DEAD 


Owner of Fashion Shoe Store at 
Pennsylvania Street 


Indianapolis shoe merchants were 
greatly shocked this week to learn of 
the sudden death at Chicago of John C. 
Hart, owner of the Fashion Shoe Store, 
126 North Pennsylvania Street, this 
city. Mr. Hart became ill of pneu- 
monia as he was passing through Chi- 
cago on the way from his home in 
Rivera, Cal., to Indianapolis, and died 
a few days later. 

Mr. Hart was born on a farm in 
Marion County, a few miles east of 
Indianapolis, on September 13, :1859. 
He established a shoe store at 11 North 
Pennsylvania Street in 1889, which was 
said to have been the first exclusive 
ladies’ shoe store in the United States. 
He retired from active business in 1906 
and since that time has lived with his 
family in California. The Indianapolis 
store has been under the management 
of Edward F. Haldy. 

Mr. Hart is survived by the widow, 
five sisters and one brother. The body 
was taken to Rivera for burial. The 
Indianapolis store was closed for several 
days because of his death. 


NOW SALES MANAGER 
H. C. Kimber Formerly Traveler in 
Middle West 


H. C. Kimber, of Indianapolis, who 
has been a shoe salesman in the Middle 
West for the past few years, has ac- 


cepted a position as sales manager for 
the C. E. Wethey Shoe Company in 
New York City. Although Mr. Kim- 
ber has not yet reached the age of 
thirty he is an ‘‘old head’ in the shoe 
game, having started in the business at 
the age of nine. Since that time he has 
been associated with the shoe industry 
in the retail, wholesale and manufac- 
turing divisions. His experience has 
given him a wide knowledge of styles 
and trade conditions, which no doubt 
will be extremely beneficial in his new 
work. 


SHOE DEPARTMENT MANAGER 


Carroll B. Hamilton with Indiana 
Salvage Company 


Carroll B. Hamilton, formerly man- 
ager of the Newark shoe store in Terre 
Haute, has accepted a position as man- 
ager of the shoe department of the In- 
diana Salvage Company at Frankfort, 
Ind. He began his new duties Feb- 
ruary l. 


GOOD SHOE CAMPAIGN 


Planned by Y. M. C. A. of Fort 
Wayne 


The physical education department 
of the Young Women’s Christian Asso- 
ciation at Fort Wayne is planning to 
conduct a “health and good shoe’’ cam- 
paign in the near future. There will 
be talks and demonstrations on the re- 
lation of good and comfortable shoes to 
women’s health at daily meetings, it is 
announced. 


Cleveland 


THE SPRING SEASON 


Evidenced in New Footwear Models 
Despite Wintry Weather 


While the mercury hovers around the 
zero mark and a mantle of snow covers 
the earth’s surface, there are plenty of 
signs of the approaching Spring in this 
city. Women are commencing to wear 
straw hats and the shoe stores that have 
so long been promoting the sales of 
boots now are beginning to exhibit the 
styles that will be worn in the new sea- 
son. After-inventory sales of the 
Winter models are being conducted in 
some stores, but the average Cleveland 
shoe merchant has his eyes on the 
Spring season ahead rather than the 
Winter. 


SPECIAL SALES 


Well Patronized— Many Buying’ for 
Winter of 1920-21 


The season soon to end has been a 
very busy one for the local retail shoe 
merchant. While prices advanced ma- 
terially over the figure that prevailed in 
the previous Winter, the demand for 
shoes was never so great. And now 
that the average consumer has his needs 
for the present Winter supplied, many 
are patronizing the special sales of 
Winter goods, in order to be prepared 
for the Winter of 1920-21. No one 
seems able to give accurate information 
about prices, and the average con- 
sumer is acting on the preparedness 
plan. 


111 








Where to Buy 


Men’s Shoes 

















FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons. 
aximum style at minimum price. 
FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 








Stock Dept. 5 <# 
Is at Your Service SS 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 








Z| Men’s Welts 


==/ UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Salesroom 
New York, N. Y. 





Sh Factory 
abene’ the Mark Brockton 








THE“ TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 

















Where to Buy 


Men's, Women’s and Children’s Shoes 




















Our Turn Shoes ©, Children 


are scientifically constructed 
on nature form lasts and of 
demonstrated Satisfaction. 
SCIENTIFIC SHOE CO., Inc. 
11-17 Hepe St., Brooklyn, N. Y. 
Boston Office, 207 Essex St. 
G. W. PFEIFFER, Rep. 











IN STOCK—Specialties in 


Women’s, Misses’ and Children’s 
Shoes, Slip 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 


























Where to Buy 


Children’s Shoes 

















Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 








“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H.FREELAND 





Tredlite Steppers 
for Boys and Girls 

GUARANTEED 

FOR 75 DAYS 

Write for Particulars 


Henry Kleine & Co. 


Chicago 








SPONGE 


Popular Priced and Good Style 
McKAY SHOES for Little People. 
IN STOCK 


Write F. W. HAHN CO., Rochester, N. ¥. 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 








SOFT SOLES 

A Wonderful Line for the 
Wholesaler 
All leather lines rang- 
ing in prices from 
$4.51 poe. Also 
aline of ladies’ Pump 
Straps in all styles 
and colors, 1 piece 





and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mass. 











QUESTIONS 
ANSWERED QUICKLY 
in ‘‘Where to Buy” columns—a 
growing directory for all the trade, 


newer answers briefly to cur- 
rent problems in merchandising. 
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AT CHISHOLM’S 


New Oxford with Patent Vamp and 
Satin Quarter 


In the Chisholm Boot Shops they are 
featuring a coming season’s style—the 
newest of the new. It’s an oxford and 
has a patent vamp, satin quarter, cov- 
ered Louis heel, hand-turned sole, and 
other features of workmanship that 
were directed to turn out a shoe to meet 
the requirements of Cleveland’s most 
fastidious women. Gold or silver pumps 
also are being offered at these stores. 


THE AMES COMPANY 


Devote Five Days to Showing of 
Spring Footwear 

The Ames Company shoe department 
set aside the week of February 2-7, in- 
clusive, for a big showing of new 
Spring pumps and oxfords. Every 
model in the store was displayed at- 
tractively and special efforts made to 
impress the consumer that Spring is not 
so far away as the snow-covered streets 
would indicate. The exhibit was also 
planned to give Cleveland women a 
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clear idea of what may be found in the 
stores. Among the models were “‘Nazi- 
mova ties,” in dull kid, bright kid and 
patent; pumps with Baby French or 
Louis heels; patent dull kid and bright 
kid five-eyelet oxfords; black calf five- 
eyelet oxfords with Louis heels; new 
tongue pumps with dainty leather bows; 
brown kidskin oxfords with French 
leather heels. 


AT THE STORES 


Of Stone Shoe Company and the 
Pockock-Wolfram Company 


At the Stone Shoe Company, 312 
Euclid Avenue, they are showing a 
dainty and graceful oxford, described 
as the first breath of Spring. The ox- 
ford comes in black kid, black ooze and 
black and brown satin. 


The Pockock-Wolfram Company is 
featuring ‘‘a shoe sensation direct from 
Paris.” It has a short vamp and 
medium rounded toe. The shoe is 
shown in either black or brown leather, 
turn soles, full French heels, and it is 
quite a natty appearing pump. 


Lynn 


PRICE VARIATIONS 


Situation in Boots and Oxfords— 
Of Interest to Buyers 


There’s a wide variation of prices in 
footwear made in Lynn, and it should 
interest buyers most keenly. Boots are 
priced all the way from $6.50 to $11.00 
a pair; that’s for regular goods. A few 
lines may be a bit cheaper, and some 
may be higher. Oxfords are priced at 
50 cents or $1.00 less than boots. 

Opinions among manufacturers differ 
much about the future demands for 
shoes. One maker believes that his 
customers will stick to high-grade welt 
boots, and pay the price. Another 
manufacturer thinks that many of his 
customers will select welt oxfords, in 
place of welt boots, because his oxfords 
are $1 a pair cheaper than his boots. 

Another manufacturer, making Mc- 
Kay shoes, and having much faith in 
his product, predicts that moderate- 
priced McKay shoes will be selected by 
many of his customers, and, also, by 
other buyers who will shift from the 
more expensive welts to the less ex- 
pensive McKays. Yet another manu- 
facturer says that there is only 50 cents 
difference between some of his welts 
and McKays. 

With such circumstances prevsailing, 
it looks like a time for buyers to make 


a careful study of shoes and prices, with 
the determination of getting the best 
values. 


THREE-QUARTERS BOOTS 


Nine-Inch Styles Are Best Sellers 
for Fall 


Mitchell, Caunt Company sums up 
Fall prospects this way: 

“‘Three-quarters of our Fall business 
will be on boots, McKay sewed, and 
moderately priced. Most of them will 
have low heels, 8-8 or 10-8, and vamps 
3% or four inches long. 

“The leather will be chiefly kid, in 
black and brown, brown side, black 
gun metal, and a few patents. We have 
little business on fabric tops. All our 
boots are nine inches high. 

“Circumstances of trade, the com- 
paratively abundant supplies of leather 
for our line of shoes, as well as the de- 
mands for wholesalers for shoes of our 
grades, indicate that we will have a 
large volume of business for the re- 


. mainder of the year.” 


CAR-LOAD OF BLACKING 


Interesting Shipment from Pea- 
body Shop for Dressing Leather 


A car-load of blacking was sent from 
a Peabody shop the other day. It will 
be used in a tannery, for dressing 
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leather. An ordinary box of blacking, 
such as the shoe merchant sells, will 
black shoes 100 times, more or less. 
And a person familiar with this little 
box of blacking can guess how much 
leather a car-load of blacking will 
cover. 
A GRAY TIE 


Novelty in a Three-Eyelet for Easter 
in Stock 


Among the new shoes in the stock of 
the P. J. Harney Shoe Co. is a three- 
eyelet tie of gray Nubuck leather. It 
has a 19-8 Louis heel. covered, and it is 
stocked in widths from AA to C. 
Similar ties, and some pumps also, are 
carried, and they give an idea of the 
sort of shoes that will sell in the Spring. 


LOW HEELS GAIN 


More Orders for Them at the Fac- 
tories—Percentages Quoted 


Fifty per cent of the orders of one 
manufacturer, 60 per cent of the orders 
of another manufacturer, and 75 per 
cent of the orders of a third manu- 
facturer call for low-heel shoes: | 

This tendency may be accounted for 
from the fact that it has been a big year 
for arctics; indeed there’s been a 
fashion on arctics, which is expected to 
run into next year, and with arctics 
low-heel shoes are best. 

Many orders from wholesalers show 
increase in the selection of low heels. 


A FLOOR A YEAR 


The Lynn Shoe Company Shows a 
Steady Gain 


Lynch Shoe Company marked its 
fourth anniversary, Feb. 15. It has 
added a floor a year. It now makes 50 
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cases of welts, and ten cases of turns 
daily. It has a novel division of its 
business like this: Many of its staple 
style in shoes it sends to Denmark. 
Many of its novelty styles it sends to 
New York. 


TWO WHITE FACTORIES 


They Manufacture White Shoes in 
White Workrooms 


Two Lynn shops make white foot- 
wear exclusively, one making white 
buck shoes and the other white canvas 
shoes. One uses the regular Goodyear 
welt process; the other uses a patented 
welt process. Both run steadily, and 
both are exporting white shoes. 


SAILED FOR ITALY 


Frank E. Wright Takes Shoes and 
Leather Over 


Frank E. Wright sailed Saturday for 
Italy, with samples of split leather from 
the Wright tannery in Peabody, and 
of white shoes from the Johnson & 
Wright factory, Lynn. 


NEW FALL SAMPLES 


Brogues and Sensible Kid Shoes of 
Black and Brown 


New samples of boots for Fall are 
coming from the Creighton factories, 
Lynn. Brogues are among them. Of 
black, as well as brown leathers are 
they, with full wing tips, and perfora- 
tions as usual, and heels 1% high, and 
with No. 8 iron-welted soles. Black 
kid boots, with 334 vamps, and regular 
tips, and 1) heels also are among the 
new samples. The salesmen will have 
some new shoes with leather Louis 
heels, of which the heel experts are par- 
ticularly proud. 








Manchester 


McELWAIN STRIKE ENDS 


Settlement of Differences at Jones 
Shoe Factory Also Expected 


Pending arbitration of a wage con- 
troversy the shoe workers at the Byron 
and River factories of the W. H. Mc- 
Elwain Company will return to work 
as needed in the operation of the two 
factories. Vampers last week struck 
because of a difference over wages and 
practically 500 shoe workers were 
thrown out of employment. 

At a conference between officials of 
the United Shoe Workers and the Mc- 
Elwain Company, headed by J. Frank- 
lin McElwain, at the Central plant, the 
Union decided to order the operatives 


back to work pending a hearing of the 


-controversy before an _ Arbitration 


Board. 

The labor trouble at the George R. 
Jones shoe factory in West Manchester, 
where 500 shoe workers, members of 
the Allied Shoe Workers’ Union, are out 
on strike on account of a wage contro- 
versy, is expected to be settled soon. 


NEW SHOE FACTORIES 


McElwain Company Plans New 
Plant in Keene and Manchester 


The W. H. McElwain Company is to 
open about March 1 a new shoe factory 
in the Derryfield Building in East Man- 
chester. The upper leather, which is to 
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is the most alert, aggressive and pro- 
— journal in the world pub- 
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be refinished by the new refinishing 
plant on the lower floors in this same 
building, is to be manufactured on the 
top floor into one-style, one-last work 
shoes. 

In cutting 45,000 pair of soles a day 
from sides of sole leather about 30 per 
cent of the lighter stock cannot be used 
in the manufacture of welt shoes, but 
this sole leather can be used in the mak- 
ing of a cheaper grade of work shoes. 

The company feels it is better to 
manufacture this leather into shoes and 
give employment to people in Man- 
chester than dispose of the leather to 
other concerns and have the shoes made 
outside the city. 

About April 1 the schedule of the 
management calls for a production of 
100 dozen pairs a day to be increased to 
150 dozen between May 1 and June. 
This factory will employ 100 more oper- 
ators in addition to the 100 which will be 
necessary to operate the new upper 
refinishing leather plant. 

Plans are also being arranged for the 
erection of a new plant in Keene if an 
exemption of taxes for a period of years 
is granted by the City Council of that 
place. 

Francis P. Murphy, general manager, 
of the company and H. A. Smith, 
manager of the Plant Department, have 
completed arrangements with the Keene 
Chamber of Commerce and with the 
Keene Development Company for the 
purchase of the site. A sizable tract of 
land on Marlboro Street is to be the site 
of the new building. The building is to 
be of brick 50 feet in width and 450 feet 
long. At the start 300 hands will be 


employed. 
PLANT EXPANSION 


At F. M. Hoyt Shoe Company—New 
Tannery Planned 


The manufacture of women’s shoes 
will be started by the F. M. Hoyt Shoe 
Company in the near future, as another 
step in the rapid development of the 
concern. The opening up of this new 
line means a big expansion of the Hoyt 
Company. Thousands of dollars will 
be spent in equipping and organizing 
the new department and additional 
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employment will be given to a large 
number of shoe workers. 

While the final plans have not been 
announced, it is understood that work 
on equipping another factory building 
will be started soon. Many thousands 
of dollars’ worth of. new machinery has 
been ordered and will shortly be shipped 
to the factory. 

The latest addition to the plant 
known as factory No. 4, located on 
Silver Street, will house the Women’s 
Shoe Department. This modern four- 
story building, of mill construction, was 
built during the war for the purpose of 
rushing the Government orders for 
shoes. It was never used for the manu- 
facture of shoes, however, and has since 
been utilized as a storehouse. The 
building is 120 feet by 50 feet. Work 
has already started in clearing it out to 
prepare for the installation of the new 
machinery. 

The Hoyt Shoe Company is also 
planning to build a new, modern tan- 
nery. This it is understood will be 
built to round out the process of shoe- 
making by the company. 

Salesmen’s Conference 


The salesmen of the concern through- 
out the country have been in Man- 
cnester this week attending a confer- 
ence with the heads of the depart- 
ments. Salesmen of the Hoyt Com- 
pany will report from nearly every 
State in the Union, one coming from 
Texas and another from the Island of 
Cuba. An interesting program has been 
arranged for the entertainment of the 
men during their three days’ visit in 
the city. 

The Hoyt Shoe Company has a large 
number of salesmen on the road, many 
of them in the United States and others 
in all quarters of the globe. More than 
90 per cent of the company’s business 
is done through its own retail stores, 
twelve in number. 

The remaining business of the com- 
pany covers a large portion of the earth’s 
territory, extending to practically every 
country in Europe, to the nations and 
islands of the Far East, to Northern and 
Southern Africa and to South American 
countries. 


Lynchburg Va. 


AT FULL CAPACITY 


Shoe Travelers Will Go Out Latter 
Part of Month 


The traveling representatives of local 
shoe manufacturing concerns who have 
been off the road now for three or four 


weeks will go out again about the latter 
part of this month with their Fall 
samples. All manufacturing plants are 
running at full capacity, with the ex- 
ception of the Smith-Briscoe Company 
whose production has been slightly 
reduced as result of the strike which has 
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been on for several weeks. Conditions 
there, however, are improving, and the 
management expects to have virtually 
a normal force before long. 


CONSERVATIVE POLICY , 


Shoe Merchants Warned 
Against Over Buying 


Retail 


Retail shoe merchants are advised 
not to buy in too large quantities this 
year. This policy will enable the manu- 
facturers to take care of a larger num- 
ber of customers, and, at the same time, 
will protect the retail merchant should 
a sudden slump in prices occur. This 
is not expected, but the manufacturers 
think it wise to follow a conservative 
policy until conditions become more 
adjusted to normal. It was followed the 


BOOT AND SHOE RECORDER 


greater part of last year, and retail 
merchants are said to have co-operated 
satisfactorily in carrying it out. 
OPTIMISTIC OUTLOOK 
Big Business Year Anticipated— 
Craddock-Terry Increases Output 
The situation as affecting raw ma- 


terials shows no change, except a con- 
tinued upward tendency in price, say 


the manufacturers, which will mean 


still higher prices for shoes. Notwith- 
standing this, another record-breaking 
year of business is expected and is being 
prepared for. The new plant of the 
Craddock-Terry Company, opened be- 
fore Christmas in St. Louis, Mo., now is 
in full operation, and will increase con- 
siderably the output of this company 
during 1920. 


New Orleans 


NORMAL BUSINESS 


Many Retail Shoe Merchants Pre- 
paring for Spring Display 


Normal business is the foreword of 
New Orleans shoe merchants. 
is nothing out of the ordinary. to report 
most of them say. New Orleans has 
had a week of bad weather which has 
caused business to be at almost a stand- 
still. Many of the merchants, are pre- 
paring for their Spring displays. 


AT CROSSETT’S 


Prior to Remodeling, a 20 Per Cent 
Reduction Sale 


Manager Ed Wild, of the Crossett 
Shoe Store, announces that improve- 
ments are now under way that will give 
him one of the best shoe stores in this 
section of the country. Located on 
Canal Street near St. Charles, one of 
the busiest spots in New Orleans, the 
Crossett store is making arrangements 
to occupy four times the space it now 
occupies. 

When completed the Crossett will 
have an entrance on both Canal and St. 
Charles Streets. Prior to such remodel- 
ing the Crossett has announced a 20 
per cent cut on all shoes and big sales 
are reported. 


PARISIAN VAMP 


Opinion of George W. Hogan of 
Marks Isaacs Company 


The Parisian vamp is doomed, ac- 
cording to George W. Hogan of the 
Marks Isaacs Company, Ltd. ‘People 
will not wear them because they cause 
feet deformities, ’says Mr. Hogan. ““We 
are only going back to the days of 


There. 


bunions, callouses, and corns. What 
people need today are sensible shoes, 


. and certainly the short vamp or the 


Parisian vamp is not a sensible shoe.”’ 


A FORMER BAR 


Converted into an Attractive Retail 
Shoe Store 

The old Crescent Hall bar, operated 
in New Orleans by O. L. Lebat, for 
fifty years, has given place to the stock 
of the Crossett Shoe Store Company, 
and has become a handsome estab- 
lishment. 


CONVENTION OPINIONS 


From I. R. Jacobs of Walk-Over 
Store 

“The biggest shoe convention I have 
ever attended and most interesting 
assemblages I have ever had the pleas- 
ure of witnessing. I got more inspira- 
tion and determination out of this 
meeting than anything I have ever been 
in.” 

Such were the comments of I. R. 
Jacobs of the Walk-Over Store and 
president of the New Orleans Shoe Re- 
tailers’ Association upon his return 
from the big Boston meeting. 

“‘New Orleans shoe men who failed 
to attend the big meeting missed a big 
opportunity. I really cannot find 
words to express my appreciation of 
such a gathering. If I could only im- 
part my knowledge of this meeting to 
my fellow shoe men, that in itself would 
be a big inspiration,’’ continued Mr. 
Jacobs 

From G. W. Hogan 

Not only did Mr. Jacobs have fine 

words for the big meeting. George W. 
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Let us recolor your faded or off colored shoes 
to latest fashionable and permanent cordovana 
shades. PAINT! 

Write us for full information. Send pair for 

“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 

Recoloring =» and Kingston St. 











162 W 34+ St., N 


> mark of ™ 


1€ 
ae shoe buckles 


ever since 1905 


L. ALTERSON & CO. Gag 


PHONE G rr I EY GGo 


ew York City N.Y. 





DISPLAY MEN 


Whati is ‘WIN-DECO”? 


wonderfully attractive, novel and dif- 
a ney papers for windows (floor and back- 
gro gg ns, show cases, adv: 
ments, etc. will prove it. 
glam “ResPLaY PAPER CO. 
93A Federai St, Bosten, Mass. Agencies Wanted 











SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F.S. ROOT CO. 


a Ang get 8 § SERVICE 
EACON ST., BOSTON 





anufacturer 
OF QUALITY BUCKLES 


FOR My SHOE Wigh Crode 
Exclusive ~ designs ~ 
DBD. W. COULTAS "Veo. 


PROVIDE’, CE A.4, 
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source of knowledge so that he who 
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Hogan of the Marks Isaacs Company, 
Ltd., expressed his gratification. 
“Nearly 5,000 delegates from every 
section of the country attended,” he 
told the “Recorder” representative. 
‘“‘What impressed me most was the 
manner in which the convention was 
handled. Everything went like clock 
work and I would not have missed it for 
anything in the world. Yes it was an 
inspiration.” 
From Rene Robert 


Rene Robert, manager of the Leon 
Godchaux Company, Ltd., Shoe De- 
partment, is another Orleanian who ex- 
pressed himself pleased over the gather- 
ing. ‘You may tell my fellow shoe 
men that they missed the biggest shoe 
gathering of the age, something they 
will never witness again. The talks 
were all interesting and I enjoyed the 
meeting very much. The weather 
was a little against us, Southerners, but 
the snow did not bother us one bit. 
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You’ve got to hand it to Boston for 
handling shoe conventions. They are 
past masters.” 


HONORS GALORE 


To Jacobs— Was Chairman of 
Walk-Over Convention 


New Orleans shoe men were all elated 
over the election of I. R. Jacobs to the 
chairmanship of the Walk-Over Con- 
vention, which was held in Campello 
during the Big National Convention. 
Three hundred and fifty delegates from 
all sections of the globe attended, com- 
ing from Manila, Cuba, Canada, China, 
New Zealand and United States. 

Honors galore of late have come to 
I. R. Jacobs. Besides being president 
of the Walk-Over Convention, he is 
president of the New Orleans Shoe Re- 
tailers’ Association, and chairman of 
the Merchants’ Bureau of the New 
Orleans Association of Commerce. 


Atlanta 


BUSINESS GROWTH 


Illustrated by Statement of M. C. 
Kiser Company 


Some idea of the increased business 
in the South is given in a statement of 
the M. C. Kiser Shoe Company of 
Atlanta, to the effect that in 1894 they 
did a business of $400,000, and in 1919, 
over $3,000,000. In that time every- 
thing that might be humanely possible 
has happened to the shoe business, but 
the Kiser Company has found an in- 
crease that has been steady and regu- 
lar. 

The growth of the territory has 
had much to do with this, and the com- 
pany is getting ready to meet the condi- 
tions that will have to be met with the 
further enormous growth. 


BUSINESS CHANGE 


Johnson-Cook Shoe Company Con- 
ducts Business of Dozier Shoe 
Company 


T. F. “Osie’”’ Cook has bought into 
the shoe business at Columbus, Ga., 
with Cliff C. Johnson, the name to be 
the Johnson-Cook Shoe Company, 
conducting the business of the Dozier 
Shoe Company. Mr. Johnson gives up 
his place with the J. K. Orr Shoe Co. 
of Atlanta, to devote his whole time to 
the business. 

Mr. Cook is a banker, having served 
a long time with the Third National 
Bank of Columbus. 


RED SEAL REPRESENTATIVE 


Brim of Columbus Makes Fourth 
in South Georgia 


J. E. Brim of Columbus becomes the 
fourth representative of the J. K. Orr 
Company, makers of Red Seal Shoes, 
in South Georgia. Before moving to 
Atlanta this firm had headquarters in 
Columbus. Mr. Orr himself served the 
first ten years, from 1877 to 1887. 
Then came the late Col. C. G. Jordan, 
from that date to 1904, and then Clifton 
G. Johnson, retiring to enter business 
for himself, and now Mr. Brim. 


SOUTHERN BRIEFS 


Items Here and There Regarding 
the Shoe Business 


E. E. Bragg and associates have 
bought out his brother, W. T. Bragg, at 
Durham, N. C., and formed a corpora- 
tion with capital of $100,000, $25,000 
paid in. To Florsheim, Walk-Over and 
Selz lines will be added other shoe and 
leather stocks. A new building is to be 
provided. 

L. Levy and others have organized 
the Tarboro Shoe Company at Tarboro, 
N. C., with capital of $50,000. They 
will do both wholesale and retail busi- 
ness. 

‘The Drake-Innes-Green Shoe Com- 
pany, Charleston, S. C., has changed 
its name to the B. F. McLeod Shoe 
Company, Mr. McLeod being the only 
one of the old officers left. There is no 
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The finest line of specialized mer- 
chandise offered to the trade—at 
prices which are 33% lower than 
factory cost. 




















Carried in Stock for “size-ups’’— 72 
dozen boxes, each pair in a separate, 
sanitary envelope. 
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140 West Broadway, NEW YORK CITY 
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HAMTON — the fastest growing in-stock house in the West! We ship immediately — 
that’s what we have made our reputation on! To deliver to our customers exactly 
WHAT they want when they WANT it! 

Four big floors fully stocked with women’s specialties and felts. Experienced represen- 
tatives are always in the leading markets keeping these stocks well filled with seasonable 
styles. 

Let HAMTON be your stock department. It will save you considerable investment and 
you can depend upon it for immediate replacement. 
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Here are a few popular numbers; we are selling lots of these. We have marked them at prices that 
insure quick selling. And we’ve got them IN STOCK--to ship immediately! 


No. 5152—Black Bra- No. 5148—Black Bra- VN No. 5147—Black Bra- 
zilian Kid; One Eye- zilian Kid Oxford; ‘\ zilian Kid Oxford; 
let Tie; Half Louis r Military Heel; Imi- CaN Half Louis Leather 
Leather Heel; Mec- VEN tation Stitched Tip; \ Heel; McKay; Plain 

\ McKay; Kid Leather 

Lining: Armstrong 

Kork Innersole; A, 


Kay; Semi-Fine Sole; 
my Soy Kork In- . 
ner Sole; Kid Quar- . : i 
ter Lining; A, B and gape oe . 
( Sizes 3 yA _- No. 5149—B rown ™ No. 5150—B rown 
06 Brazilian Kid Oxford; Brazilian Kid Oxford; 
No. 5151—Pump, same description as above. Military Heel; same as above. A, B and Half Louis Leather Heel, same as above. 
A, B and C. Sizes 3 to 8. Price $4.50 C. Sizes 3 to 8. Price $4 A, Band C. Sizes 3 to 8 Price $4.85 


HAMTON VALUES ARE ON A PAR WITH HAMTON DELIVERIES! 


Hamton prices are consistently lower--always! It’s quick turnovers that we’re after--large volume 
--and we get them by the most exceptional values ever placed on women’s shoes and felts. 


It will pay you to place your business with this Great Chicago IN STOCK House 
HAMTON FOR SERVICE! 


Toe; A, B and C. 
Sizes 3 to 8. Price, 
$4.5 
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Two OF OUR NEW 
EFFECTS IN PLAIN 
LEATHERS AND 
SATIN FOR STREET 
OR EVENING WEAR. 


Lone GRACEFUL VAMPS 
TURNS 
OPERA SEAMLESS PUMP 


IN STOCK No. 1901—Pat. Colt AA to C 


No. 1902—Gun Metal AA to C 
No. 2000—Tan Calf AA to C 
No. 2001—Pat. Colt AA to C 
No. 2017—Black Satin AA to C 


Full Louis Covered Heels 











WE HAVE THE 

SEAMLESS OPERA 

PUMP WITH BABY 

LOUIS COVERED 

- HEELS. PAT. COLT 

ae PUMP AND GUN METAL. 
onderful Fitter A, B AND C. $7.00 


No.'2070—Pat Colt A-B-C $7.50 
No. _2071|—Mat Kid A-B-C 30 


Full Louis Covered Heels 


W.T.HOLMES COMPANY 
EXCLUSIVELY LADIES SHOES 

| 15 NO.FOURTH STREET - - PHILADELPHIA | 
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other change in either directors, stock- 
holders or policy, it is announced. The 
old company was organized in 1895. 

Winston Beavers and J. R. Vance 
have bought in with Fred Todd in the 
Todd Moncrief Shoe Company at.Besse- 
mer, Ala. The firm name is not 
changed. 

W. J. Rumble goes from the manage- 
ment of the shoe department of one of 
the McMahon-Diehl Stores in Hunt- 
ington, W. Va., to full management of 
the other. 

After several years as general sales- 
manager of the Peters Shoe Co. of St. 
Louis, M. P. Gattis resigns to become 
head of the sales forces of the chain 








stores of Gilmer, incorporated, in North 
Carolina. 

The Stellings-Nickerson Shoe Com- 
pany, recently organized at Columbia, 
S. C., is doing a fine business. G, W. 
Nickerson was for many years with 
the Watson Shoe Co. at Columbia, 
while F. H. Snelling and C. A. Nicker- 
son, his partners, come from Augusta, 
Ga. 

W. O. Johnson, for many years man- 
ager of the Shoe Department of the 
Charlotte, N. C., store of Belk Brothers, 
has been made moenager of the new 
store—the 23d—at Lincolnton, N. C. 
The first store was organized at Mon- 
roe, N. C., thirty years ago. 


+ 


New York City 


PULSE OF THE TRADE 


Uncertain—Stock Market and 
Storm Affect Sales 


A feeling of uncertainty is gaining 
headway among shoe retail merchants, 
jobbers and manufacturers in this cen- 
ter. Possibly because of their proxim- 
ity to the stock market, they are 
visibly affected when a slump on the 
New York Stock Exchange takes place. 
Influences at work on commodity fields in 
general are spreading the bear influence 
throughout the trade. The high money 
rates, plus the attitude of banks toward 
restricting credits, have slowed up busi- 
ness in all wholesale circles here. The 
low European exchange has reduced 
our export business to a mimimum and 
this will be felt in shoes quite as much 
as in other merchandise, leading busi- 
ness men assert. 

In retail circles a week of bad weather 
coming to a climax in the worst storm 
that New York has seen since the 
memorable blizzard of 1888,. brought 
business to a new low point, and this 
despite the fact that reduction sales offer 
the buying public greater bargains than 
ever before. 


SHOE BARGAINS 


Merchants Offering Best Grades 
Much Below Replacement Costs 


According to the head of a large 
shoe manufacturing and retailing con- 
cern, New York retail merchants are 
overloaded on Winter shoes. The un- 
certainties of future price trends makes 
the merchants feel that they want to 
clear out all the stock they can now and 
carry over a minimum amount into the 
next Fall season. In addition to this, 
the trend toward shorter vamps in 
women’s shoes makes the carrying over 





of stocks of these extremely specula- 


tive. For this reason merchants here . 


are offering the public the best grades 
of shoes at considerably below replace- 
ment costs, wholesale, and in many 
cases even below the actual cost when 
orders were placed 10 months ago. 


BUYING CURTAILMENT 


On Part of Shoe Manufacturers and 
Retail Merchants 


One effect of the slowing up of trade 
generally has been the curtailment of 
buying leather by manufacturers to be 
used in Fall shoes. According to one 
manufacturer, who keeps in close touch 
with the leather market, shoe producers 
have cut down on their estimates of 
their leather requirements for the Fall 
season and are determined to hold off 
buying. as long as possible. 

Retail merchants are buying com- 
paratively little, now. In the Bush 
Terminal Sales Building, where many 
out-of-town and local shoe manufac- 
turers maintain selling offices, there has 
been a paucity of buyers for the past 
week or more. Many of the selling 
representatives are still absent from 
their offices, but are expected back by 
the first of next month. 


FANCY FOOTWEAR 


**Smart Set’’ Display French Pumps 
at Charity Ball 


At the Charity Ball last week, one of 
New York’s big social events of the 
year, fancy footwear played a most im- 
portant part. Several of the best- 
dressed women in New York society 
showed a distinct leaning toward san- 
dals or the French pumps with jeweled 
straps and buckles. The latter, espe- 
cially, appear to be in high favor with the 
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“smart set,” and nearly every woman 
present wore some sort of a jeweled 
adornment on her feet. 

Among those who wore sandals was 
Mrs. Oliver Harriman, who appeared in 
black suede French sandals: These 
were worn with silver gray stockings, 
forming a striking contrast with her 
dance frock of black chiffon heavily 
embroidered in cut steel. Satin slip- 
pers were much in evidence, many of 
them matching the gowns, but black 
and white were by no means neglected. 


TENTH LIST 


Of Fair Prices Compiled by Federal 
Food Administrator 

Women’s shoes at $5.95 to $9.45, 
men’s shoes at $8.45 to $11.75, and boys’ 
shoes at $5.50, were the price ranges on 
shoes set forth in the tenth fair-price list 
issued by Federal Food Administrator 
Arthur Williams. The list was com- 
piled from newspaper advertisements 
of reliable merchants, by the special 
committee on dry goods, clothing, and 
shoes, under the direction of Col. 
Michael Friedsam of B. Altman & Co. 


RECENT ADDITIONS 


To Factories of Amalgamated 
Leather Companies, Inc. 

The recent additions which have been 
made to the factories of the Amalga- 
mated Leather Companies, Inc., have 
been completed; these cover 27,000 
square feet. Work has been started on 
an additional story, equal to 8,800 
square feet, on one of the buildings of 
the companies on the corner of Monroe 
and Chestnut Streets, which will further 
add to the output. 


NEW SHOE FIRM 


Vartanian & Borojian Shoe Mfg. Co. 
to Manufacture 

The firm of Vartanian & Borojian 
Shoe Mfg. Co. of 447 Summit Avenue, 
West Hoboken, N. J., has been formed 
through a copartnership of the follow- 
ing: Dickron Vartanian, $3,500 in- 
vestment; Paul Vartanian, $3,500 
investment; Charles Borojian, $3,000 
investment; ali of West Hoboken, N. J. 

The above Dickron and Paul Var- 
tanian are now conducting a business of 
manufacturing jewelry, under the name 
of the Asiatic Art Jewelry Company, 
with office at 14 Maiden Lane, New 
York City. The factory is at 490 
Central Avenue, West Hoboken. Their 
business rating is $15,000 to $20,000 
first credit. They have been ia this 
business for 13 years and their credit on 
the market is good for from $10,000 to 
$15,000. 

The reason given for the above state- 
ment is because Vartanian Bros. are 
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Dr. Scholl’s strong 
national advertising 
for 1920 





SHOE DEALERS 


Watch closely for Dr. Scholl’s appealing national 
advertising which is now running and will continue 
to run this year in the big national publications. 
The strength of this advertising will at once appeal 
to your business sense. It will literally drive foot 
sufferers into your store. 


Concentrate this year on the Scholl Line. Make 
your Foot Comfort Service Department a continuous 
reminder to the public that your store is their store 
and that your greatest interest is to satisfactorily 
serve them. 


If there were any other fundamentally correct foot 
comfort appliances they would be represented in the 
Scholl line. Live shoe dealers nowadays throughout 
the world feature Dr. Scholl’s Foot Comfort Service. 





The Scholl Mfg. Co. 


Largest Makers of Foot Comfort Specialties 
in the World 


213 W. Schiller Street, Chicago 


New York Toronto London 
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the financial supporters of the Vartanian 
& Borojian Shoe Mfg. Co. 

The president of the Shoe Manufac- 
turing concern is D. Vartanian; secre- 
tary, Charles Borojian, and treasurer, 
Paul Vartanian. 
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This company will manufacture 
youths’ and infants’ shoes, starting with 
18 different machines and five compe- 
tent hands. The minimum production 
at the start will be 200 pairs per 
day. 


Philadelphia 


SALES FALL OFF 


Heavy Blizzard Blocks Street Traffic 
Causing Sharp Drop 


Retail sales, already at what prom- 
ised to be the low ebb for the year but 
running somewhat higher than at this 
period last year, took a sharp tumble 
here for the best part of a week when 
the worst blizzard in years hit Phila- 
delphia. 

For two days street traffic was re- 
duced to a minimum. Merchants had 
to depend for their sales on those 
whose business necessitated strenuous 
efforts to reach the center of the city, 
and such persons found very little time 
to make purchases. 

These conditions spoiled what started 
out with the promise of being a much 
better week than might be expected 
at this time of the year. 


PUSH STORM GOODS 


Several Stores Seize Opportunity to 
Feature Heavy Footwear 


As was to be expected all this brought 
forth a number of special offerings in 
storm shoes from a number of stores, 
principally the department stores. 

Gimbel’s featured two lines of storm 
shoes at half price: high-cut dark tan 
oil-grain leather with extra heavy soles 
and broad toe at $3.75; and fifteen- 
inch shoes at $5. 

Del Mar featured ‘“‘The Patrol,” a 
$6.85 shoe for heavy weather wear, 
with double sole and a rubber weather- 
proof insert and rubber heels. The 
Del Mar Company operates a down- 
stairs store for men on a ten per cent 
plus cost plan. 

Lit Brothers shoe department has 
been putting on heavy advertising 
pressure to move a wide selection of 
various grades of footwear. 


LEATHER IS QUIET 


Manufacturers Buying Only for 
Immediate Demand—Tanners 
Sold Up 


The Philadelphia leather market 
appears to be going through a dull 
period. Prices remain firm, but there is 
comparatively little demand, and what 
little there is appears to be concentrated 





on the medium and finer grades 
Leather men declare, however, that 
so far as the immediate present is con- 
cerned the lack of business is more 
attributable to weather conditions than 
it is to any real lack of demand. 

Those shoe manufacturers who are 
buying appear to be doing so only for 
immediate needs, though there is a 
constantly increasing volume of busi- 
ness from the shoe findings trade. 

Tanners here declare they are well 
sold up on high-grade sole leathers, 
and are refusing to accept any orders 
for quick delivery. 

Higher prices for later in the year 
are predicted in spite of the falling off 
of export trade. The answer, tanners 
point out, is the continued rise in costs 
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of operation, both as to raw hide 
prices and the costs of materials and 
supplies. 


FAIR PRICE COMMITTEE 


At Last Functioning—Charges ‘100 
Per Cent Profits’’ 


Philadelphia’s fair price committee is 
at last getting under way despite its 
lack of welcome from official sources. 
So far it has followed the conventional 
lines of action laid down by other fair 
price committees in all parts of the 
country. It is concentrating its at- 
tention principally on foods for the 
present, and issuing statements char- 
acterized by lack of detail, charging 
that profits of “‘100 per cent” are being 
taken by retail merchants, these hypo- 


thetical profits being figured on cost: 


price rather than selling price. 

So far there have been no specific 
accusations against any individual re- 
tail merchant in any line. Talks with 
shoe men reveal none who seem to fear 
individual investigation, but many who 
are apprehensive that statements of 
the committee may stir up trouble for 
them among their customers. 


Rochester 


R. A. T. S. S. ACTIVE 


Important Meetings to Be Held in 
February 


The month of February will be unusu- 
ally active for the Rochester Association 
of Traveling Shoe Salesmen. At the 
next weekly meeting, J.H. McLane, of the 
State Income Tax Department, will 
explain the Income Tax Laws. At the 
following meeting, a debate will be held 
between teams captained by Frank Ca- 
hill and Clarke B. Rowley. The subject 
for debate and the other members of 
the teams will be announced later. On 
February 24, the meeting will be ad- 
dressed by Dr. Leisevson, Labor Judge 
of the Rochester clothing industry, who 
will explain the methods and results of 
the new labor adjustments in this 
industry. 


RETAIL SHOE SELLING 


Rochester Business Institute Gives 
Six Weeks’ Course 


Believing that the customer who 
comes to a shoe store should be regarded 
as a client looking for professional ad- 
vice, the Rochester Business Institute 
will give a six weeks’ course in shoe re- 
tailing, covering the following subjects: 


Construction and Workmanship 


Covering; Qualities of Leather; Tan- 
ning and Dying; Kinds of Leather; 
Leather Sorting; Grading and Cutting; 
Lining Making and Fitting; Sole Cut- 
ting and Fitting; Lasting; Goodyear 
Welting and Bottoming; Heeling and 
Finishing; Treeing and Packing; What 
Makes a Durable Shoe; Study of Sell- 
ing Points. This section, which will be 
given in two lectures, will be in charge 
of Mr. Hauf, production engineer of the 
Utz and Dunn Company. 


The Human Foot 


Structural Function—dealing with: 
The Anatomy of the Foot; Illness 
Caused by the Feet; Fitting Abnormal 
Feet—High Insteps, Tender Feet and 
Weak Ankles; Types of Flat Foot; 
Corrective Foot Covering; When to 
Advise Your Customer to Call on the 
Family Physician. This section will 
be given by Dr. H. E. Leary, chiropo- 
dist. 

Selling the Customers 


Will be dealt with in two lectures, 
which will be given by Williath Pidgeon, 
Jr., former president of the Rochester 
Retail Shoe Dealers’ Association and 
vice-president of the New York State 
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Retail Shoe Dealers’ Association, and 
will cover the following: Honest Rep- 
resentation of Goods; Window, Coun- 
ter, and Shoe Case Displays; The Store 
and the Salesman; Competition; The 
Approach (a) The Mental; (b) The 
Personal; (c) The Business; Helping 
Customer to Make Selection (a) On 
the basis of Fit, Style, Price; Over- 
coming Objections; Types of Cus- 
tomers; Making and Closing a Sale; 
Showing Up the Shoe; Turn-over 
Customer; Selling by Substitution; 
Handling Adjustments. 


Shoe Systems and Policies 


Will be explained by Miss Laura 
Schilling of the Wm. Eastwood & Son 
Co. Among other subjects treated is: 
Exchanges and Adjustments. 
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R. A. T. S. S. DEBATE 


Increased Street Carfare Is the 
Subject 


At the next regular meeting of the 
Rochester Association of Traveling 
Shoe Salesmen, a debate will be held on 
the following subject: Resolved, that 
existing conditions warrant an increase 
in street carfare in the City of Ro- 
chester. 

The affirmative side will be upheld 
by. Frank Rice, Sam V. Vaisey, “Clint.” 
Clark and A. C. Edson. The negative 
by Clarke B. Rowley, Edward Evarts, 
C. P. Anderson, David D. Oster and 
Charles Helmer. Each speaker will be 
allowed three minutes, and five minutes 
will be given to the captains of each 
team for rebuttal. 


Chicago 


NEW JOBBING HOUSE 


Faust Shoe Company Sells Only In- 
fants’ Shoes 


The Faust Shoe Company, a recently 
established concern, is concentrating 
its whole effort on infants’ shoes. Soft 
soles, first steps and 5 to 8 are the lines 
on which the new firm is centralizing its 
efforts. 

Twenty salesmen, representing the 
Faust Shoe Company, will leave for 
their territories, February 15. 

The new firm is located at 19 South 
Wells Street. Abe Gilblom, for many 
years in charge of the footwear depart- 
ment of Henry Klein & Co., is general 
manager of the new concern. 


MANY RUBBER ORDERS 


Price Advance Not Materially 
Affecting Business Volume 


Chicago wholesalers who specialize on 
rubber footwear as well as the selling 
agencies and branch stores of the vari- 
ous rubber footwear factories are cover- 
ing their territory in the usual way. 
The advance in prices over last year’s 
schedule is apparently not materially 
affecting the volume of business. 

The average merchant is well aware 
of the advance in cotton and wool 
fabrics which prevails at the present 
time over prices a year ago, and they 
are also well aware that labor prices 
have shown advances during the year, 
and so we are not surprised to see an 
advance in rubber footwear prices. 

The average merchant is more in- 
terested in delivery of rubber footwear 
than he is in the change of price. 


During 1919, many merchants com- 
plained that they received only from 60 
to 80 per cent of actual purchases. Con- 
sequently, there will be considerable 
switching of business in order to get 
better deliveries for Fall, 1920. 


Cancellation Clause 


The clause in the rubber footwear 
contract, giving the factories and 
wholesalers the right on December 1 to 
cancel any undelivered portion of the 
order, is a thorn in the flesh of the aver- 
age merchant, and has caused no in- 
considerable amount of ill feeling on the 
part of merchants who had orders 
placed for quantities of buckle arctics 
which were automatically cancelled by 
that clause in their contract. 





Shortage of Models 


A year ago it became apparent that 
long vamps would be popular in wom- 
ens’ shoes. The rubber factories got 
out new models of rubbers to fit that 
class of shoe. Large quantities of these 
new models were booked and merchants, 
of course, expected deliveries. The 
rubber manufacturers maintain that it 
was impossible for them to secure the 
lasts from the last makers and conse- 
quently a large percentage of orders on 
these new models was necessarily un- 
filled when the contract automatically 
expired December 1. 


NEW SHOE STORE 


Lawrence Boot Shop to Open Feb- 
ruary 15 

A brand new shoe store in a new 
building with new modern furniture, 
shelving, and other equipment, known 
as the Lawrence Boot Shop, will open 
about February 15 at 3250 Lawrence 
Avenue. 

The owners and managers of the new 
store are Marcus Meyer, Hymen Meyer 
and Leo Callis. Marcus Meyer has for 
some time been connected with Cut- 
ler’s; Hymen Meyer has been with the 
Newark Shoe Store for the past ten 
years. Mr. Callis has formerly been in 
the wholesale fur business. The new 
concern will conduct a general Family 
Shoe Store, and will concentrate their 
efforts on snappy, stylish shoes of 
medium high grade. 


MITTLEMAN CONVALESCING 


Recently Returns from Several 
»Weeks at Hot Springs 
M. A. Mittleman has recently re- 
turned from Hot Springs, Ark., where 
he has spent several weeks trying to rid 
himself of a severe attack of neuritis. 
He returned very much improved. 


Cincinnati 


FOR FALL, 1920 


Manufacturers Getting Out New 
Samples Also for Winter 

The local boot and shoe manufac- 
turers are getting their new samples for 
next: Fall and Winter footwear well 
under way. Developments up to the 
present indicate that the majority of 
the salesmen of this market will be 
ready to get into their territories around 
March 1. Some are leaving the middle 
of February. 


IN MEN’S WEAR 
What’s What at Gibson’s—Low 
Shoes Popular 
In the sale of men’s footwear, William 
Seekatz, manager of the Gibson Boot 


Shop, states that he has had phenome- 
nal business in brogues, both low and 
high. Cordovans have been _ the 
strongest sellers, while Norwegian calfs 
have been very popular. Mr. Seekatz 
also says he has completely cleaned out 
his line of dress shoes. 

The local merchants selling men’s 
footwear report an unprecedented sale 
of low shoes this past Fall and Winter. 
More young men than ever have been 
wearing the low brogues with woolen 
socks. 

EARLY BUYING 


Advocated by Sales Manager Brown 
of Scheiffele Shoe Company 


About this time of the year the 
question of whether the retail merchant 
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MODEL NO. 747 
8 INCH BLACK KID BOOT 





A ener distinctive 

model, constantly in 
the ascendency of public 
favor because it so pleas- 
ingly meets the increasing 
demand among women for 
sensible shoes. 








Witherell & Dobbins Co. 


Makers of “The Best Line of Shoes in the World for the Money” 


Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


THE W & D LINE IS FEATURED IN THE CHICAGO MARKET BY HARPER KIRSCHTEN SHOE CO. 
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is going to buy early or late comes up 
for discussion when members of the shoe 
industry get together. Some say they 
will be a bit slow at first and others feel 
as though there will be plenty of early 
buying. 

J. H. Brown, sales manager of the 
Scheiffele Shoe Company, presents the 
following reasons why the retail mer- 
chant should buy his shoes as early as 
possible this Spring: 

1. All orders for Spring were for low 
shoes. 

2. Low shoes can be cut with one- 
third less help or in one-third less 
time. 

3. Low shoes can be fitted with one- 
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fourth less help or one-fourth less time. 

4. It takes 50 per cent more leather 
for high shoes than for low shoes, there- 
fore the tanner must produce twice as 
much leather. Can he do it with his 
labor troubles, shorter hours, and lower 
production per employe? 

5. Shoes will be cut and fitted at least 
four weeks ahead of the lasting room. 
Cutters and fitters must be employed 
steadily to keep them satisfied or they 
will leave the industry to go into other 
factories. 

6. Every day passed is gone so far as 
producing shoes is concerned, and pro- 
duction must be kept up to keep prices 
down. 


Brockton 


BLIZZARD HITS CITY 


Shoe Factory Production Is Handi- 
capped 

Shoe factory production in this city 
was practically at a standstill during the 
three days of February 5, 6 and 7, when 
Brockton was hit by the biggest blizzard 
in 22 years. Eighteen inches of snow, 
high winds and mountainous drifts, 
stopped all scheduled transportation. 
Steam trains and trolley cars were 
stalled and automobiles rendered use- 
less. Factory operatives and office em- 
ployes were unable to reach their places 
of employment. Hundreds were ma- 
rooned for many hours on trains and 
trolleys. Old-fashioned ‘“‘pung”’ 
sleighs, drawn by two or four horses, 
rescued many from serious plights. 
Brockton and all other towns in the 
South Shore District were for several 
days isolated from the outside world 
and from each other. Shoe making and 
shoe shipments were stopped and all 
freights cancelled. However, Brockton 
and her sister shoe towns have now 
dug themselves out of the snow banks 
and are speeding shoe production to 
make up for lost time. 


BOOM IN RUBBER SALES 


Local Retail Shoe Merchants Make 
New Records 

Recognizing the principle that there 
is no loss without some gain, Brockton 
retail shoe merchants report that the 
big blizzard which recently tied up 
local shoe factories brought unprec- 
edented sales of rubber footwear. 
Stores were crowded with customers and 
every size of overshoe was in demand. 
Stocks were exhausted in no time. 
Two or three concerns which had a 
supply of Army hip rubber boots, priced 
at $3.95, and real values at that figure, 
‘made a “killing.’”” During the stormy 








days it appeared that about one man 
in three or four on Main Street was 
wearing or carrying a pair of hip rubber 
boots. Brockton shoe merchants made 
a clean-up on rubbers and cashed in 
heavily as a result. 


SHOE PRICES 


Will Be Maintained—Increased Ma- 
terial and Labor Costs 


“It is useless to expect lower prices 
for good shoes, while costs of materials 
and labor are constantly increasing.” 
The foregoing remark by a Brockton 
shoe manufacturer fairly represents the 
local trade opinion as to shoe prices for 
the coming season. He continued: 
‘*‘Wages are highest ever known, while 
shortened working days lessen the 
production. Competent help is at a 
premium and the supply of good grades 
of certain desired leathers is unequal 
to the demand. All these conditions 
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will be reflected in the prices of Fall 
merchandise from factories identified 
with high quality footwear, among 
which Brockton occupies a position of 
leadership well recognized by discrimi- 
nating shoe buyers.” 


FACTORY ADDITION 


Occupied —Concern in Near-by 
Town Increases Output 


J. E. French Company, manu- 
facturers of men’s and women’s welt 
footwear in the neighboring town of 
Rockland, is preparing to occupy the 
recently completed. addition to its 
plant in that town. Machinery is being 
installed and an increased output will 
soon be available. The addition is a 
five-story wing and basement, which 
adds 10,450 square feet to the floor 
space of the plant. Electricity will 
furnish the power for operating ma- 
chinery. James E. Lawless of this city 
is president of the corporation and 
general superintendent of the factory. 


EMPLOYES SHARE PROFITS 


Averill & Thayer Company Inaug- 
urates New Plan 


Averill & Thayer Company, long 
established in this city as manufacturers 
of shoe polishes and dressings, recently 
reorganized and incorporated under 
Massachusetts laws. The new concern 
has as officers, President, David S. 
Brodeur; vice-president, E. H. Leavitt; 
treasurer, Edward F. Turner. Under 
the reorganization, every employe of 
the concern will have an opportunity to 
acquire shares in the corporation and 
participate in the profits. The plan is 
based on the earning capacity of em- 
ployes and period of services with the 
concern. 


Haverhill 


HIGH PRICES 


Reason Is Given—Investigator 
Summarizes His Findings 


A writer who enjoys a national repu- 
tation for reliability in business re- 
search, publishes an article in a recent 
issue of a widely-circulated magazine. 
He devotes much space to facts and 
figures regarding the increased cost of 
hides and skins brought from foreign 
countries and made into leather in the 
United States. Coming to the shoe 
business, he summarizes his conclusions 
thus: 

“The prices of shoes, like the 
prices of many other things, have 
risen to unusual heights, chiefly 


because of the scarcity and abnor- 
mal cost of raw materials through- 
out the world. It is to the credit 
of American manufacturers that 
these advances in prices have been 
earnestly contested, as is indicated 
by records of recent months. It is 
a further fact that. natural condi- 
tions in most countries, with re- 
gard to the supplies and marketing 
of animals for several years, has 
been operating to increase the ini- 
tial cost of the basic raw materials 
that enter into the manufacture of 
leather goods. The cost of such 
materials has advanced rapidly in 
recent months. The shoes that 
will be made from these high- 
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B 346 P $7.00 


B 385 L $7.00 

Women’s White Delhi Calf, Welt Women’s Cruiser Grey Kid Welt 
Boot, Juanita last, eight inch helekt. Boot, Iroquois last, 8/2 inch height. 
whole quarter and vamp, lace, plain whole quarter and vamp, lace, plain 
toe, 24-inch wood covered half Louis toe, 24-inch full Louis wood covered 
heel with aluminum plate. AA, heel with aluminum plate. AA, 4% 
4 to 8; A, 3 to 8; B, 2% to 7%; to 8; A, 4 to 8; B, 324 to 8; C, 
C, 2% to' 7%: D,' 2% to 7. 3_to 7%. 


"tome an opportunity to buy some real high grade welt 
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shoes at an extremely low price. We have a limited number 

of these shoes in stock and in order to close them out quickly 
we are offering them at a way below cost price. When these shoes 
are gone we shall be obliged to increase the price on future lots. 


If you are desirous of obtaining snappy, up-to-date footwear 
at an attractive price, send us your order NOW. 


UTZ & DUNN CO. 


ROCHESTER ~ NEW YOK 


LOS ANGELES OFFICE NEW YORK OFFICE DENVER OFFICE 


Ss Bldg., Los Angeles, Cal. Bush Terminal Sales Building 218 Charles Building, Denver, Colo. 
G. C. McA EE, Representative 130-132 West 42nd St., Room 1521 TIGER & McNUTT 
S. A. McOMBER, Representative Representatives 
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priced goods have not yet been 
placed on the market. Raw ma- 
terial prices are not reflected in the 
shoes the public buy for at least 
six months after the raw skins are 
purchased.” 


STYLE SELLS SHOE 


Of Vital Importance to Merchant 
and Manufacturer 

‘Women’s footwear as produced in 
Haverhill,” said a local manufacturer, 
“thas been, is now, and always will be a 
style proposition. At present high 
prices merchants demand and are en- 
titled to obtain quality in the materials 
which enter into the goods which they 
buy. Yet, when all is said and done, 
it is style which sells Haverhill-made 
shoes. Our manutacturers have a rep- 
utation for originality which has en- 
abled them to increase their business 
through the working out of original 
ideas. The light, dainty turn foot- 
wear, the more substantial welts, also 
McKays, all embody the style idea, as 
worked out by Haverhill designers. It 
is the aim of all Haverhill manufacturers 
to show novelties each season and thus 
interest new as well as old customers. 
It is all very well to talk about stabiliz- 
ing styles, and as a matter of fact, 
Haverhill manufacturers have, during 
the past few seasons, substantially re- 
duced the number of samples which 
they show. Nevertheless, it is impos- 
sible to talk of concentrating on any one 
or even a few styles in Haverhill-made 
footwear. Our salesmen who are start- 
ing out for the Fall season will show, as 
usual, an attractive array of novelties 
in women’s shoes, which have been 
worked out at the cost of much time 
and expense and which they believe 
will be of interest to merchants. Speak- 
ing for ourselves, we don’t intend to 
‘over style,’ so to speak, but we do in- 
tend to maintain the reputation which 
we have for originality and practical 
novelty ideas in medium to high-grade 
footwear. I think that merchants 
would be disappointed and that their 
sales would be materially reduced if 
they were called upon to restrict, to any 
marked extent, the variety of styles 
which they purchase from Haverhill 
concerns.” 


SHOE PRICES 


To Be Maintained — Merchants 
Buying Early Will Have Advantage 


Conditions in the leather market at 
the present time are not favorable to 
any reduction in materials. The price 
of kid, calf and other materials which 
are used in the production of Haverhill- 
made footwear are well maintained. 
With the high price of labor and handi- 
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caps as regard production, it is impos- 
sible for manufacturers to quote lower 
prices for their goods the coming season. 
Merchants who place their orders early 
will obtain an advantage as regards de- 
liveries over those who delay. Sales- 
men for Haverhill shoe manufacturing 
concerns, which sell the retail trade, 
plan to start out early with their Fall 
lines. They will advise their cus- 
tomers to place orders as early as 
possible for their estimated require- 
ments. High prices are not restricting 
business. Merchants may confidently 
look forward to a prosperous and profit- 
able year with no fear that placing 
orders early will react on them as re- 
gards lesser prices for goods later in the 
season. 


FACTORY PURCHASED 


Local Shoe Manufacturer 
Valuable Real Estate 

Jacob Bloomfield, treasurer of the 
Malbon Shoe Company of this city, 
is the new owner of valuable property 
in the shoe district. He has recently 
purchased the factory occupied by 
Chesley & Rugg, shoe manufacturers, 
and other concerns. This property 


Buys 






129 









extends from Washington to Wingate 
Streets and is in the heart of the shoe 
district, closely adjoining the railroad 
station. The amount involved in the 
transaction is approximately $90,000. 


MADE MANY CANVAS SHOES 


Concerns Specializing in This Class 
of Goods 


Women’s canvas shoes are an impor- 
tant part of Haverhill’s footwear pro- 
duction. In most factories some of 
these goods are made and some plants 
specialize in canvas footwear. This is 
particularly .true of those factories 
which make largely for-Cuban and other 
Spanish-speaking countries to the 
South, where the Summers are long, 
and light, porus footwear is in great 
demand. The high prices of leather 
have naturally increased, to some ex- 
tent, the sale of canvas footwear. The 
cost of the latter has also increased, 
but not to the extent which upper 
leather has shown. A yard of white 
canvas will make about six pairs of 
vamps for women’s low cuts. Every 
inch of it can be used, whereas with 
leather there is more or less waste. 


Boston 


BLIZZARD’S EMBARGO 
There’s a Silver Lining to the Cloud 


The shoe and leather industry of 
Winter-bound states got hit extra hard 
by a blizzard, starting February 5. 
Factories and stores, as well as railroad 
and trolley cars, were snow bound. 
Railroads put embargoes on freight. 
Hundreds of workers could not get to 
factories, not even on pay day. 

Salesmen going out of Boston among 
New England factories were unable to 
make regular visits. Coal supplies are 
scant. 

However, there’s a silver lining even 
to a blizzard embargo. Rubber got 
sold like hotcakes. Reserve stocks 
were cleaned out. Show shoes sold, too. 
And the most cheerful optimist of them 
all predicted an early Spring—and 
large sales of snow white shoes for 
Easter. 


FOR WINTER VACATIONS 


Snow Shoes, Arctics and Slippers 
Sell Heavily 


Warm shoes and sport shoes sell for 
Winter vacations this month. Hotels 
in the mountains, and like Winter re- 
sorts, make a specialty of Winter 


sports at Washington’s Birthday time. 
Shoe and sporting goods houses sell 


snow shoes, moccasins and _ skating 
boots for out-of-door sports. Arctics 
and rubbers for traveling and tramping, 
and slippers for wear by the fireside, 
where the blaze is bright and the good 
story goes around. 


AT R. H. WHITE COMPANY 


Semi-Annual Sale of Odds and Ends 
in Progress 

The January business of the shoe 
department of the R. H. White Com- 
pany store closed with a much larger 
amount of sales to the credit of the 
house than January, 1919. 

Every January and June the shoe de- 
partment holds a semi-annual sale of 
odds and ends in footwear. The de- 
partment believes in keeping as free as 
possible from odds and ends, even 
marking them down to a dollar when 
they find a number of pairs left over. 
A considerable number of pairs of 
white boots sold recently at $1.00 in 
order to close them out. This has been 
the custom of the shoe department 
for a great many years. 


Big Arctic Demand 


The big demand has been for arctics. 
By telephone and by personal call, 
come the orders. Although this house 
ordered heavily on arctics, in fact, so 
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“Business on a larger scale’’—is that your SLOGAN 
FOR 1920? Let our in-stock department help you realize your 
aim. Progress or failure in achieving results depends in part on 
the shoes offered your Trade. 


B 536—Brogue Boot Bal, 
Scotch Grain Vamp and Top, 
Wide Extension Edge, a ee te ee oe ee 


Brogue Last. Price. ..$10.00 . re 
i Oi. Dans Dadar’. We will exhibit at the conven- 
$ . 

AA-A, B, ready by April I. tion of the Texas, Oklahoma 
Illustrated by 536. and Louisiana Retail Shoe 

Dealers at Adolphus Hotel, 

Dallas, Texas, February 22-23- 

24-25. 











Our stock department carries the best styles. It contains patterns enough to 
make satisfactory selection possible at all times. Shoes go out branded or 
unbranded. As for prices—They are always “‘at the bottom.” 


B 538—Mirror Patent Ox- 

ford for Dancing and Dress B 529—Cherry Calf Bal. 
Occasions. Light weight AA-D. Pointer last. 
construction with flexible 


sole. Winsor last. AA-D. 


CHARLES A. EATON COMPANY 


‘The Sterling Shoemakers of New England”’ 


BOSTON—183 Essex St. KTON M AS S ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane St. BROC . e DETROIT—461 Book Bldg. 
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much so that they have accommodated 
other retail shoe merchants, still the 
demand, especially on the women’s 
lines, exceeded the supply. 

The storm delayed a shipment in 
women’s arctics from the factory so 
that this added to the handicap ex- 
perienced during the early days of 
this week. The shoe department will 
probably make arrangements for an 
even greater supply of overshoes for 
Fall and Winter of 1920. 


Spring Styles 

Among the Spring styles is the Theo tie. 
A number of French styles are also 
shown and are selling well. Party 
slippers in silver and gold are a big 
selling proposition; black satin comes 
next in popularity. The management 
expects that satin will be worn largely 
for street purposes this year. 


Brogue Oxfords 
The brogue oxfords have had their 
full share of favor in Spring buying 
this year. The management predicts 
that tan will be the leader and white 
next in popularity. A big white season 
is predicted. 


AT REGAL SHOE CO. 


Manager Buckley Has Bought His 
Fall Stock 

At the Regal Shoe Company business 
continues excellent despite the ‘‘flu,”’ 
the inclement weather and railroad 
embargoes. Rubbers and arctics are 
the winners in large sales. Spring lines 
are being sold in large numbers and are 
attractively displayed. Manager Buck- 
ley reports that he has bought his 
Fall stock. 


WILLSON’S SHOE SHOP 


Business Wonderfully Good—At- 
tractive Windows—Spring 
Lines 


At Willson’s Shoe Shop, Manager 
Harry R. Terhune reports business as 
excellent. The big sellers of the past 
two weeks have been buckle arctics for 
both men and women, with rubbers a 
close second. This week, the shop is 
displaying women’s Spring oxfords, and 
there is an attractive range of styles. 
Winter stocks are way down. There is 
every prospect that the month of 
February will eclipse any previous 
February in the amount of business 
transacted. Women’s woolen stockings 
and spats are moving well. 


LETTER OF APPRECIATION 


Received by R. L. Upton, President 
Boston Shoe Salesmen’s Ass’n 


R. L. Upton, president of the Boston 
Shoe Salesmen’s Association, recently 








received from W. W. Willson, general 
chairman of the Boston Convention 
Committee, a very fine letter, express- 
ing the sincere appreciation of the 
committee to Mr. Upton personally as 
president, to Mr. Pollock and to the 
members of the Salesmen’s Association 
who did so much to make the convention 
a success. 

Mr. Willson’s letter stated that the 
success of the convention was due to 
the splendid co-operation from every 
branch of the trade and that the 
members of the Boston Salesmen’s 
Association acquitted themselves with 
great credit. The letter stated: ““We 
appreciate your personal efforts which 
have been very fine and we also admire 
those of Mr. Pollock, your able lieuten- 
ant. He certainly did handle his part 
of the job in an excellent manner.” 


Mr. Upton’s Response 


In response to this letter, Mr. Upton 
replied in part: 

“It is my pleasure on behalf of the 
Boston Shoe Salesmen’s Association to 
say to you and the members of the 
Convention Committee, that every 
member of the Salesmen’s Association 
takes pleasure in the thought as ex- 
pressed by you in behalf of your com- 
mittee—that we were a willing and use- 
ful co-operative force in your splendid 
success. 

‘‘We wish to assure you also that at 
the same time all appreciate the very 
fine and friendly regard with which our 
every effort was met. It is especially 
gratifying to me that you have appre- 
ciatingly mentioned Mr. Pollock’s very 
loyal and capable services. 

“Tt was a case where by reason of 
especial ability and environment the 
lieutenant was very much entitled to 
be the captain. - 

‘“‘T am also sure that your committee 
and yourself fully appreciate all of my 
well-intended efforts. I rejoice with 
you and your associates at the wonder- 
ful success attained by the splendid 
and hearty co-operation of all.” 


NEW WHOLESALE HOUSE 


The Atlantic Shoe and _ Slipper 


Corporation Organized 


The Atlantic Shoe & Slipper Cor- 
poration, organized to carry in stock 
women’s high grade specialties, has 
already commenced to book a large 
number of orders. 

The record for the second day’s 
business exceeded $15,000. 

Arthur F. Hickey is president of the 
corporation; Nathan Quint, treasurer; 
Stanley Wass, stockholder and director; 
Max Farber of Haverhill, stockholder 
an@ director; Raymond A. Chenoweth, 
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stockholder, director and secretary; 
Miss Annie Beck, stockholder and 
assistant secretary. 

The temporary headquarters are at 
Room 214, United States Hotel, while 
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Photo by Bachrach 
ARTHUR F. HICKEY, President 


the permanent location is being pre- 
pared at Essex Street. 

Mr. Hickey has been with R. A. 
Chenoweth & Company for the past 
year as partner and Boston manager. 
Previous to his connection with the 
firm of Chenoweth he was in the 
United States service at the Springfield 
Arsenal. 

Shoes of the Minute 

‘Realizing that there is a big field 
for women’s high grade shoes, we have 
organized the Atlantic Shoe & Slipper 
Corporation, which will carry every- 
thing that will sell in women’s stylish 
high grade footwear novelties. In other 
words, ‘Shoes of the minute.’ Just 
now we are selling heavily on low shoes. 

“The Theo tie seems to be the favorite. 
The black and brown ooze are particu- 
larly good sellers. Another favorite in 
the Theo tie is the black patent vamp 
with satin quarter, satin covered full 
Louis heel. Our goal is a ‘satisfied 
clientele—style, price and quality.’ ” 


Style Tendencies 


“The Atlantic Shoe & Slipper Cor- 
poration will keep a watchful eye 
on the style tendencies of women’s 
costumes and will give the retail mer- 
chants the benefit of its study of shoes 
in their relation to gowns. While we 
believe in diversity, we do not believe 
in running to extremes.” 
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FOR ALL OCCASIONS 


IN STOCK 


Stock No. X290—Patent 
Leather Plaza, 1%-inch Baby 
Louis Wood Covered ae, 


Stock No. X287—Patent 
Leather Opera. 14-inch Baby 
Louis Heel, 4-inch Vamp. 
Price $6.50 
Stock No. X300—Dull Calf 
Opera, 134-inch Wood Covered 
Military Heel. 


Stock No. X30I— Patent 
Leather Opera, 184-inch Wood 
Covered Military Heel. 


THESE SHOES ARE 
READY -TO-SHIP 


Stock No. X252—Dull Calf 
ra, 2¥%-inch Full Louis 


Stock No.X289—Patent Leath- 
oe Pisa. 2%-Inch Full Louis ood Covered Heel, 4-inch 
Wood Covered Heel. Vamp. Price $7.00 
i $6. Stock No. X251—Same_ in 
. Patent Leather. Price... $6.50 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Philadelphia Chicago San Francisco 
600 Denckla Bidg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bldg. 
Kansas City, Mo. Philippine Islands 


Montgomery, Ala. 
20 Galena Ave. 537 Ridge Bidg. 304 Roxas Bidg., Manila 


Boston New York 
183 Essex St. 851 Marbridge Bldg. 


All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 
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Mr. Hickey will leave Boston in 
about a week for the Middle West, 
where he will remain possibly three 
weeks. It is his intention to spend the 
greater portion of his time on the road. 
During his absence, the office will be 
in charge of Miss Annie Beck. 


ACQUIRES EXPORT BUSINESS 


Edward F. Keene Succeeds Arthur 
A. Williams, 77 Summer Street 


Edward F. Keene has acquired the 
leather and shoe export and import 
business of Arthur A. Williams at 77 
Summer Street, Boston. Mr. Keene 
made a European trip for the company 
last year and established valuable con- 
nections. He contemplates making 
another trip abroad early in March. 
Mr. Keene enjoys a wide acquaintance 
in the Boston trade and was formerly 
factory manager for a number of large 
shoe companies. 

In the purchase of this business it 
in no wise affects that of the Arthur A. 
Williams Shoe Company of Holliston, 
Mass., which is a separate corporation. 


ANOTHER SEGREGATION 


The Armours Set Aside Leather 
Business 


The Armour Leather Company ac- 
quires all the leather business of 
Armour & Co., Chicago packers. The 
business amounted to $90,000,000 last 
year and is expected to touch $100,- 
000,000 this year. 

Stock in the Armour Leather Co. is 
offered to the public. 

The properties controlled by the com- 
pany include the Badger State Tanning 
Company of Wisconsin, Cappon & 
Bertsch Leather Company of Michigan, 
Empire Tanning Company of New 
York, J. K. Mosser of Pennsylvania, 
J. K. Mosser Company of West Vir- 
ginia, Sylva Tanning Company of Dela- 
ware, a cut sole factory and various 
sales stores and nearly 70 per cent of 
the common stock of the Eastern Leather 
Company, which in turn owns various 
subsidiaries. 

The officers and directors will be 
principally those engaged in the opera- 
tion of the. subsidiary companies since 
their organization. Frank G. Allen, 
president of The Eastern Leather Com- 
pany of Boston, is chairman of the 
Board of Directors and Henry W. Boyd 
of Chicago is president. Others on the 
board are M. C. Weimar, Chicago; 
F. C. Von Der Heide, Boston; M. P. 
Brennan, Olean, N. Y.; Philip L. 
Reed, Boston; and three vice-presi- 
dents of Armour and Company, Messrs. 
F. W. Croll, R. J. Dunham, F. Edson 
White. 


SCHOOL FOR TANNERS 


Bill Before Massachusetts Legisla- 
ture So Provides 
A bill before the Massachusetts 
legislature provides that a school for 
tanners be established in Peabody, 
the largest leather-making center in the 
East. Henry J. Duggan, representative 
from Peabody, argued for it. Dr. 
Smith, state commissioner of education, 
said that he would not oppose it. The 
National Association of Tanners has 
for some time been studying means for 
starting a school for tanners. 


FREIGHT RATE INCREASE 


Fought by New England Shoe and 
Leather Association 


New England shippers who are 
obliged in these days to constantly keep 
in view the maxim “eternal vigilance is 
the price of keeping on the map,” are 
again confronted with a_ threatened 
freight rate increase discrimination. 

The Western railroads, after holding 
a conference which to most Eastern 
shippers apparently had for its subject 
rate increases that would affect only 
territory between Chicago and the 
Pacific Coast, have recently filed with 
the Interstate Commerce Commission 
a proposed schedule of rate increases, 
which, if adopted, will place New Eng- 
land and other shippers in the East at 
a very great disadvantage with their 
competitors in the middle West. 

Not only does this new schedule call 
for a drastic increase in the present 
“spread” between the Chicago-Pacific 
Coast and Atlantic Seaboard-Pacific 
Coast rates, but the rates from St. 
Louis to the Coast are actually lowered. 
In other words, St. Louis is to be favored 
with a 10 or 12 per cent decrease, while 
New England and the Atlantic seaboard 
will have a 35 to 40 per cent increase. 
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Transportation Conference 


The New England Shoe and Leather 
Association is actively co-operating 
with other leading New England com- 
mercial organizations in fighting this 
dangerous dislocation of the trans- 
continental rate relationships, and the 
subject was considered at a meeting of 
transportation managers of a number of 
its member-concerns on Monday, 
February 9. Mr. C. B. Baldwin, trans- 
portation manager of the United Shoe 
Machinery Company, was present, and 
explained the technicalities of the 
situation, and after discussion it was 
unanimously voted as the sense of the 
meeting that the association should 
protest against the proposal and join 
with the other organizations in asking 
the Interstate Commerce Commission 
to reopen the matter and give New 
England shippers a hearing. It is 
confidently expected that the Com- 
mission will listen favorably to this 
request. 

The subject was also considered at a 
meeting of the New England Trans- 
portation Conference, February 10, 
at which the New England Shoe and 
Leather Association was represented by 
Secretary Thomas F. Anderson. 


SOME SPRING SHOES 


Line of Eleven Shoes for Women’s 
Easter Wear 


A line of eleven shoes, for women, for 
Easter and Spring sales, is carried in 
stock by a Boston firm. Eight different 
leathers are among them, and they are 
black glazed kid, black mat kid, brown 
kid, patent colt, gray buck, brown 
buck, brown calf and black calf. There 
are six high Louis heels, one baby Louis 
heel and four military heels in the 
line. 


West Virginia 


GOES TO FORMER POST 


Brumfield Heads Shoe Department 
in Men’s Furnishing Store 


William M. Brumfield, one of the 
best-known shoe men in the Ohio 
Valley, has returned to his old post as 
manager of the shoe department of the 
Northcott-Tate-Hagy Company of 
Huntington, W. Va. Mr. Brumfield 
left this firm a year ago to be connected 
with the Troeger-Brumfield Company, a 
connection which he recently termi- 
nated. After he had severed his rela- 
tions with this concern he _ received 


we 2 number of flattering offers for his 


services. He concluded to accept the 
Northcott-Tate-Hagy offer because of 
the pleasant relations which had ex- 
isted between him and this house dur- 


_ ing his former connection and a feeling 


that he preferred this berth to any other. 


One feature of the Northcott-Tate- 
Hagy department, which carries shoes 
for men and boys only, is that it has 
such an extensive stock that it is always 
possible to supply demands, even for 
the most difficult fittings. The depart- 
ment was started in 1914 and has grown 
rapidly since that time until now it 
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Suit 


IN STOCK 


No. 1110 


Dark Mahogany Genuine Calf 
Blucher. 


FR 


Made on 
BOYLAN’S ELK COMBINATION LAST 


GOOD SHOES 


100 per cent Leather. 
That’s why they are 
“good.” 


J. RALPH BAKER COMPANY 


BRIDGEWATER, MASS, U. S. A. 
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carries one of the largest retail shoe 
lines in the valley. 

The already extensive stock is to be 
considerably enlarged for the Spring 
trade. 


INCREASES STOCK 


Norvell-Chambers Company Au- 
thorizes Advance to $500,000 


Increase of capital stock from $300,- 
000 to $500,000 has been authorized by 
the Board of Directors of the Norvell- 
Chambers Shoe Company of Hunting- 
ton, W. Va., John E. Norvell, president, 
has announced. 

Prospects for the new year are bright 
and indications point to a considerable 
extension of the already large territory 
which covers Southern Ohio, West 
Virginia, Kentucky, Tennessee and 
North Carolina. 

The concern is one of the largest 
wholesale shoe houses in the South and 
when the additional stock is issued will 
be headed by few in the United States. 

Mr. Norvell said that at present 
seventeen traveling salesmen are main- 
tained on the road; this number will 
probably be increased during the year. 

Officials of the company besides 
President Norvell are: Frank Bouldin, 
first vice-president; W. H. Crum, sec- 
ond vice-president, and George W. 
Norvell, secretary and treasurer. 

The company moved to Huntington 
from Charleston, W. Va., in 1910. 

No enlargement of the present build- 
ing occupied by the company will be 
made, Mr. Norvell said, since the plant 
is adequate. 


SEALE NEW MANAGER 


Will Manage Shoe Department of 
Huntington Store 


R. W. Seale, formerly of the F. & S. 
Shoe Store, has accepted the manage- 
ment of the shoe department of the 
store of McMahon-Diehl Company, of 
Huntington, W. Va. 

Mr. Seale is one of the State’s best- 
known shoe men, having managed 
various stores in Huntington for the 
past 12 years. 

He will be much at home in his new 
position, as he is well acquainted with 
the Queen Quality line of shoes for 
women, having formerly managed the 
Queen Quality store in Cincinnati. 

The department which he is to head 
will be immediately improved and en- 
larged, bigger stocks being brought in 
to provide for the wants of Mr. Seale’s 
large following among the shoe buyers of 
that city. 
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Detroit 


CLEARANCE SALES 


Big Feature of Business—Some 
Spring Lines Shown 


Clearance: sales are still the main 
feature of the shoe business in Detroit, 
although one store officially opened up 
its Spring business in an advertisement 
printed on February 1. 

In a few of the windows Spring lines 
are being shown, but there is no con- 
certed action toward pushing Spring 
selling yet. In fact some of the better 
grade stores have only begun to hold 
their clearance sales. 


MICHIGAN ACTIVITIES 


Attorney-General Parks Against 
Regulation of Profit on Sales 


J. E. Wilson, president Michigan 
State Retail Dealers’ Association, and 




























J. E. WILSON 


Thomas J. Jackson, president Detroit 
Retail Shoe Dealers’ Association, at- 








A Correction 


Wrong Idea Conveyed by Omittance 
of Word 


In a recent advertisement published 
by the C. A. Browning Company of 
Boston, a typographical error occurred 
that may have given the wrong im- 
pression relative to the ribbon laces 
carried by this firm for one and two- 
eyelet ties. We desire the trade to 
know there may be had all silk ribbon 
laces, silk faced ribbon laces and mer- 
cerized ribbon laces from this house, 
instead of but two kinds as the adver- 
tisement impiled. 


tended a conference of retail interests 
at the State capital, January 28, when 
the attorney-general, who has been re- 
ported as favoring drastic legislation, 
stated that he was not in favor of any 
legislation that would not be construc- 
tive, and that no law to regulate the 
amount of profit to be made on the sale 
of any article could be so considered. 
Representatives of the State associa- 
tions of dry goods’ men, shoe dealers, 
hardware men, druggists, clothiers, and 
grocers were present... The attorney- 
general also consented to refer to a com- 
mittee, appointed from these bodies, all 
laws that might be introduced and to 
accept in a large manner the recom- 
mendations of this committee. 


FYFE FELLOWSHIP CLUB 


Employes Form Association 


Furthering Store’s Activities 


The employes of R. H. Fyfe & Co. 
have formed a Fyfe Fellowship Club for 
the purpose of furthering social activ- 
ities within the store. A monthly meet- 
ing at which an address and debate will 
be held is one of the features, while an 
Athletic Committee will look after the 
Basket-Ball Team’s activities as well as 
those of the Bowling League of five 
teams. A Sick Committee will visit the 
sick and minister to them, while flowers 
will be sent them from the funds of the 
club. 


BUSINESS CHANGE 


J. W. Hill Sells Out Entire Retail 
Shoe Interests 


J. W. Hill, who formerly conducted 
business as Hill’s Lincoln Square Boot 
Shop, 1558 Fort Street West, Detroit, 
and Hill’s Corner Shoe Store, 265 Oak- 
land Avenue, Detroit, has sold out his 
entire interests and has retired from 
business. Mr. Hill sold out his busi- 
ness at 265 Oakland Avenue last June 
to L. L. Thompson, who has continued 
at that address since that time. After 
the sale to Mr. Thompson Mr. Hill 
continued the business at 1558 Fort 
Street West, when he later sold that 
out to Maurice Albert and Bennie 
Rottenberg, who will continue business 
at that address. 


FEW FRENCH LASTS 
No Indication of Large Demand This 
Spring 


There is little tendency toward the 
French or stage last. In two or three 
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Spring Stock Style Catalogue of 
“Keith’s Konqueror” Shoes for Men 
will be ready to Mail February 15th 


Every dealer keen for snappy styles 
at right prices will want a copy. 


Be sure of getting yours by 
sending request for same today. 


THE 
Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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TE eG Our Line of 


Silk 
Velour 


Window 
Rugs 


is a distinct innovation in window equip- 
ment. 

They are ourown creation and are surpassingly 
rich and beautiful for hard wood or tile floors. 


Floor is not to be completely covered—spac- 
ings are left between rugs. 


SEND FOR CIRCULAR (Showing Actual Colors) 
WINDOW VALANCES. A very large stock on hand for immediate delivery 
WRITE FOR SAMPLES 


Plushes and Velours carried in stock — Samples furnished 


New York Show Room THE HECHT FIXTURE CO. 


65-67 East 12th Medinah Bldg., Wells St. \. 
Bet. Broadway and 4th Ave. = . Cc H oa ae saererectietes 


Visit Chicago or New York Show Room 
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windows the style is shown, in most 
cases not more than two pairs to a win- 
dow. There is no indication that there 
will be any large demand for this style 
this Spring. At least, from all reports, 
buyers for the larger stores express a 
disinclination to stocking it in numbers. 
In Newcombe Endicott & Co.’s shoe 
window this style was shown in a white 
kid, trimmed with black patent leather, 
and a brown with inset panels of tan in 
the quarters. At J. L. Hudson Com- 
pany’s the showing was in black patent 
leather ties. The Queen Quality Boot 
Shop was the only firm to advertise this 
style during the week past. They have 
stocks of black satin, patent calf and 
brown suede. 


FITTING INSTRUCTIONS 


Dr. Walter P. Bronston Giving 
Lecture Course 


Dr. Walter P. Bronston, foot special- 
ist, has been training the employes of 
the E-B Shoe Stores in efficiency and the 
proper fitting of shoes. Dr. Bronston 
is also lecturing before the pupils of the 
grammar and high schools, using illus- 
trated slides to aid him in teaching the 
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hygiene of the foot and the proper fit- 
ting of footwear in its relation to health. 


NEW SHOE STORE 


To Be Opened by Joseph Weir, 663 
Linwood Avenue 

Joseph Weir, formerly assistant to 
S. J. Jay, buyer, men’s and boys’ de- 
partment, R. H. Fyfe & Co., will open 
a high-grade general shoe store at 663 
Linwood Avenue. The store is located 
in the LaSalle Square Building in one of 
the high-class residential districts. Lin- 
wood is being opened as a_ business 
street to feed this district. 


DETROIT BRIEFS 


Business Changes Recorded—Flu 
Visits Store 

A. Cakalmeyer, 297 Gratiot Street, 
has sold out to J. Freedman. 

J. W. Hill, Lincoln Block, Fort Street, 
West, has sold out. 

The “Flu” and its companion 
pneumonia have played havoc with the 
staffs of some of the retail stores. 

E. C. Gregg has been appointed buyer 
of the J. L. Hudson Company, base- 
ment department, since S. C. Speshardt 
resigned. 


Syracuse 


ARCTIC SHORTAGE 


Big Demand for Women’s Low 
Shoes and Skating Boots 


There is a great shortage of arctics 
now, and rubbers are at a premium. 
Wearing arctics two years ago was a 
fad among the younger women, but now 
itis necessary. The very severe weather 
of the past few weeks cleared out every 
store of its supply of overshoes. ‘“‘It is 
noticeable,”’ says J. E. McElwee, “‘that 
the women no longer wear arctics just 
for style. The weather has been the 
best educator the shoe men have ever 
had when it comes to wearing over- 
shoes. 

“It is also noticeable that the sale of 
low shoes at this time of the year is 
great. This is unusual but directly 
attributable to the wide use of arctics. 
We’ve never had anything like it be- 
fore, in the mid-Winter demand for 
pumps and oxfords. Of course, the 
ladies can wear overshoes and pumps 
together, and it seems as if they like it 
best.” 

The demand for. heavy women’s 
boots has not dropped off, though the 
sale of pumps and oxfords has jumped. 
This is largely due to the skating craze, 
which has become general here. Brown 
calf, Cuban heel boots are in demand. 


NEW INCORPORATION 


The Kauffman & Fickett Shoe Com- 
pany—Capital $100,000 


The Kauffman & Fickett Shoe Com- 
pany has just been incorporated in this 
city with a capital of $100,000. The 
new concern starts business with $2,000 
paid in. George S. Kauffman and 
Walter C. Fickett are directors. S. Gay 
Daley, a lawyer, the third incorporator, 
has just died. 


RECORD OF EXPANSION 


Gray Bros. Increased Capital from 
$50,000 to $300,000 

Capital of Gray Bros., which has a 
factory in this city and two retail stores, 
has been increased from $50,000 to 
$300,000. The larger capitalization is 
the first step toward the expansion of 
the concern, according to Donald J. 
Cameron, its secretary-treasurer. The 
present plant of the company will 
probably be sold and a new structure 
erected on another site. 


PLANT FINANCING 


A. E. Nettleton & Co. Offers $1,000,- 
000 7 Per Cent Preferred Stock 
Offering is made of $1,000,000 of 

seven per cent cumulative sinking fund 
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first preferred stock of A. E. Nettleton 
& Co. The company recently called in 
outstanding first preferred at 105 and 
accrued dividends. The new financing 
is to take care of the extension of the 
present plant. The company is soon to 
erect a million-dollar plant. 


EARLY CLOSING 


Syracuse Retail Shoe Dealers’ Asso- 
ciation Vote to Continue 


At its last meeting, the Syracuse 
Retail Shoe Dealers’ Association voted 
to continue the early closing plan. 
A motion to return to the old system 
of keeping open Saturday nights was 
turned down, and as a result all Syra- 
cuse shoe stores will close at six o’clock. 
For some time an effort has been afoot 
to disrupt the early closing plan, 
though it has found no support among 
the shoe men. 

Syracuse has almost a 100 per cent 
organization now. Thirty-two mem- 
bers are now carried on the books of the 
association. 


RUBBER PRICE 


A Uniform Tariff Has Been Agreed 
Upon 
Syracuse shoe merchants have agreed 
to a suggested. price for rubbers. The 
plan was submitted at the last meeting 
and accepted without objection from 
any merchant. 


St. Louis Notes 


Live Wire News of Shoe Men and 
Events 

Salesmen of Johansen Bros. Shoe 
Company will shortly leave for the road 
with the new Fall line of samples. Ad- 
ditional territory will be covered this 
season. Many new models are being 
shown. Johansen Bros. are now operat- 
ing their new wing of their factory 
which was completed a few weeks ago. 

Boyd-Welsh Shoe Company have 
been promised the completion of the new 
addition to their factory in a few days. 
The machinery is all ready for assem- 
bling as soon as the building is finished. 
The business of Boyd-Welsh has de- 
veloped so rapidly the past year or so, 
that this is the second addition to the 
plant within that period. The sales 
force of Boyd-Welsh Shoe Company 
has also been increased by the following 
new men: J. F. Sullivan will cover the 
State of New York and Eastern territory. 
He is now in his new territory. H. 
Broder of Washington, D. C., in the 
District of Columbia, Maryland, and 
Delaware; Wm. Garrett in Wisconsin 
and Minnesota; Hume Brown in North 
and South Dakota and points in 
Illinois. 
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G.H.BASS & CO. 


* SHOEMAKERS * 
WILTON, MAINE 





OUR NEW CATALOG 
ILLUSTRATING AND 
DESCRIBING OUR EN- 
TIRE LINES OF SHOES 
AND MOCCASINS “FOR 
HARD SERVICE”? WILL 
BE READY FOR MAIL- 
ING MARCH Ist. 


WE SUGGEST THAT 
YOU WRITE US SO 
WE MAY BE SURE 
THAT A COPY OF THIS 
CATALOG REACHES 
YOU. 





A DRIVE 


for one hundred and seventy-three new accounts 


ON FLOOR 
173 cases Men’s Gun Metal Bluchers, Calf Uppers, 
Goodyear Welts, Oak Soles, Leather Heels. 


ORDERS ACCEPTED FOR IMMEDIATE 
DELIVERY ONLY 


PRICE $4.624 


TERMS: 2% 10 days, net 30 


SIZES: 6 to 10 or 7 eal 
to 1l. Widths ‘“*D” ' 
and “E”’. 
This “SPECIAL” is offered to new accounts ONLY. No 
orders will be accepted from concerns now on our books. 
To make immediate shipment it is requested that refer- 
ences be furnished, if not rated. 


Commodore Shoe Corporation 
“Shoes At Attractive Prices” 
106 Reade Street, New York, N.Y. 
Phone—Worth 9754 Wire or Write 
GOOD SERVICE IN EVERY WAY 

















Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries ‘and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 
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The Le her Market 


Weekly Review of Leather 
Supplies and Prices 
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Calfskin in Good Demand 


In the matter of upper leather there 
is a healthy demand for all better tan- 
nages of calfskin. The heavier weights 
are more desirable, but the cheaper 
grades and light skins are not quite as 
active, although there is no ‘burden- 
some accumulation as was the case a 
while ago. Prices range from around 





Leather Values Steady 


A Good Even Business Continues and the Market 
Maintains a Firm Tone---Buyers Are in the Mar- 
ket for Supplies and Not Balking.at Prices 







likely a year ago, and it is beginning to 


The activity noted in the markets the 
last two weeks continues and buyers 
who delayed in placing contracts at the 
beginning of the year expecting to 
secure lower prices, find values firmer 
than when they stopped buying. This 
applies principally to sole leather. 
There seems no question but what 
larger supplies of sole leather will be 
needed this year than last. The present 
demand is especially for high-grade 
footwear. Lower grades of sole leather 
are not so salable. 

The upper leather market has been 


be felt in the market, as the popularity 
of leather coats both for men and 
women is on the increase and is likely to 
have a large run next season. The de- 
mand for leather in many other fields 
besides shoes continues to increase and 
this makes the supply just so much 
smaller, hence more expensive for the 
shoe trade. The tremendous storms in 
the northern part of the country as well 
as traffic and labor difficulties are all 
important factors in higher production 
costs as well as selling expense. 


$1.00 to $1.50 per toot for colored calf, 
although good leather can be obtained 
for less than $1.50. All of the leather 
sold some time ago has not yet been 
delivered. There is a good call for ooze 
calf and the new velvet finish for women’s 
high-grade footwear in boots, oxfords 
and pumps. The demand for colors 
in popular shades exceeds that for blacks. 


Side and Patent Leather Active 


The side leather market is fairly 
active and good-sized sales have been 
(Continued on page 143) 

















in a strong position, although buying 
has not been as brisk the past week. 
The recent advances are maintained and 
no material decline in values is antici- 





CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Sole Leather 














pated during the Spring run. Con- 1910 1919 1920 
siderable of the business placed for Cents per pound 
shoes since January 1 is subject to Hemlock sole, heavy, No.1........... 25 @26 56 @57 56@ 58 
price adjustment before the goods are Hemlock sole, seconds, mid........... 23 @24 54@55 54@ 56 
made. The decline noted some weeks ee 45@— 85 @92 1.10@1.20 
ago in side leather has been mostly Oak sole, No. 1 backs, all weights. ..... 43 @— 80 @85 98 @1.05 
recovered and the demand for quality RMI OI, FIN oo. S 8. sna orago ssi de. 33 @35 84@85 88@ 90 ed 
in leather will tend to strengthen the RIMM BE cisions 5 osic.dscihcice esse 80 @83 90@ 92 i 
market. While buyers are looking for Offal, hemlock heads..... Reet te meee 17@18 1I@ — Fe 
bargains, at the same time they do not Offal, hemlock bellies................. 23 @25 20@ 22 
wish to forego quality. Colored chrome Offal, hemlock shoulders.............. 38 @40 38@ — 
sides are bringing from 75c to 90c per Oe a ae 24@25 21@ 22 
foot and patent sides $1.00 to $1.15. Cer eee re rare 27 @28 25@ 27 
Calf leather remains on about the same Cents per foot 
basis of $1.00-$1.50, but it is stated the Chrome, S. A. dry hide, 7 4 to 10 iron sides 43 @50 60@ 65 
Chrome, green hide, 6 to 8 iron sides.... —@50 —@ 60 





bulk of the business is being done at 
around $1.35. Cables announce that 
the goatskin situation is very firm at 
Calcutta and competition in buying 
skins. increasing. More buyers are 


Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 






Hides and Skins 










noted in the market of latefrom abroad, 1910 1919 1920 
but the exchange situation continues to Cents per pound 
prohibit any resumption of activities. Heavy native steers................-. 1634@17 — @28 —@ 40 
EROAVY BOMIVO GONE 5.3 60.6 Sais 6 bec sss 154%@15% — @26 —@ 40 
Other Leather Demands RE Gy Oe ee 1334@14 20@21 30@ 31 
The demand for leather for coats is Chicago City calfskins................ 18 @19\% 30@40 60@ . 75 
increasing to a degree not thought is Pi S505 yinie 3. 5 sinldlets bisa co 21 @23 37 @39 49@ 51 
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Ready Now 
AA-C 


3517—Patent Vamp, Ooze Quarter. $9.00 


Full Louis, Turn. Price... . 


3511—Black Kid, 2 Eyelet. 
3510—Patent, 2 Eyelet. 
Full Louis, Turn. Price... . $8.50 


“She 


Whitney- Roth Shoe 
Company 
Footwear Specialties 
1251 West Sixth Street 

Cleveland Ohio 
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*- The most widely circulated book ever 
printed for the shoe trade is the 


Shes and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 


Now in its FOURTH edition, enlarged 
and revised, and printed from new type. 
Three big editions went rapidly, and it is 
still selling fast, for it is a book that 
every seller of shoes will value for refer- 
ence or extended study. It is a recog- 
nized authority in the trade, because of | 
its dependable accuracy. It is compact, 
concise, pocket size, not a word wasted. 

Every member of every sales force 
ought to have a copy. 


50 cents a copy 
3 copies $1.25 


Send check (or stamps) with order to 
Book Dept., “Boot and Shoe Recorder,”’ 
207 South Street, Boston. 


Knowledge Is Power 


Your new salespeople need to 
know the terms of the trade. 


Shoe Store Library Dept. 
Boot and Shoe Recorder 


Boston, Mass. 
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The House That Jack Built 
By JOE W. MULLEN 


You take the train to Falmouth town, 
The Beach, by barge, you seek; 
And here you find the house renowned 
For the guests entertained each 
week. 


This is the House That Jack Has Built 
On pillars above the tide, 

With veranda running all round, 
And gilt doors opened wide. 


It stands close by the ocean side, 
Rock wall ’twixt it and beach; 

With books and papers well supplied, 
Sun room and swing in reach. 


From garage below with Kissell car 
To tip of flagpole top, 

Each guest has hearty welcome— 
Here Will Baker and I like to stop! 


And whether you come from old “‘Mis- 
sou,” 
Or whether you come from South 
Bend, 
There’s a royal welcome awaiting you, 


A fine place to spend a week-end. 


In the broad front room with rock man- 
tle 
The piano stands, ever in tune; 
Here the neighbors flock in and make 
music, 
Be it morning or midnight or noon. 


Four rooms in the second story, 
With bed and closet and shelf, 
Stand ready at all times and seasons— 
Thus each guest has a room to him- 
self. 


I ne’er shall forget the first night I slept 
In this wonderful house of beauty; 

As I lifted my head, I found in my bed 
The family dog, named “Judy.” 


When I went to bed Jack took my 
clothes; 

He took also my watch and my ring. 

He locked them up in a safety drawer, 

And said ‘‘Still more I will bring.” 
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Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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“*We never wear jewels here on the coast, 
And for time we go by the sun; 

Just don this suit of outing clothes, 
And then—begins the fun.” 


O Mother Jones, your table groans 
With good things from your larder; 
I often wish for another dish 
Of your excellent clam chowder! 


It was in July that George Perry and I 
Drove sixty miles to partake, 
Among other good things, of your 
blu’b’ry pie 
And your juicy swordfish steak. 


CHANGE OF LINE 


Hootkins to Travel South for Racine 
Shoe Mfg. Co. 

William M. Hootkins, who has been 

with F. M. Hoyt Company for the past 
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WILLIAM M. HOOTKINS 


10 years in Chicago and Iowa, has 
severed his connection with that firm 
and will hereafter represent the Racine 
Shoe Manufacturing Company of Ra- 
cine, Wis. 
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His new territory will be Texas and 
Louisiana. 

The many friends of Mr. Hootkins 
will regret to have him leave his present 
territory. 

He expects to live in the sunny South, 
hoping the change will be beneficial to 
the health of Mrs. Hootkins. 


CARTER SALES CONFERENCE 


Van Sickle Reports 80 Per Cent 
Boots, 20 Per Cent Oxfords 

R. S. Van Sickle, Northern Ohio rep- 
resentative of J. W. Carter Shoe Com- 
pany, is in Chicago to attend the semi- 
annual Sales Conference of his firm in 
which the forty representatives of the 
concern will participate. The con- 
ference was held at the LaSalle Hotel, 
February 11, 12, and 13. 

Mr. Van Sickle says that his sales, 
which are larger than those recorded in 
any previous season, run about 80 per 
cent boots, and 20 per cent oxfords. 
This, he believes, is due to the very 
small difference in price between boots 
and oxfords in men’s shoes, and mer- 
chants generally are playing safe in 
placing the large percentage of their 
business on boots. 


CHANGES LINE 


Harry Modlin Represents S. B. Wolf 
Shoe Company 

Harry Modlin, who for several sea- 
sons past has represented the Marion 
Shoe Company, in Chicago, has severed 
his connection with that firm and will 
hereafter represent the Sam B. Wolf 
Shoe Company of Cincinnati. 

Mr. Modlin has had long experience 
in selling women’s shoes and is ,thor- 
oughly familiar with the game. He 
expects to have his new line ready to 
show his trade about March 1. 


PRICE SELLS BILLIKENS 
In Chicago Now Selecting Line at 
Factory 
Sam Price, Chicago representative of 
McElroy Sloan Shoe Company of St. 
Louis, is in the factory for his new line 
of Billikens and other McElroy Sloan 
products. 













































































Buyers’ Easy Reference Directory 


“hose totally different shoes * 
Women’s Brogue Oxfords 


IN STOCK x,,, 4559— 


Pfister & Vo- 
el’s Russia 
alf Brogue, 

Goodyear 
Welt, 12-8 inch 
Military Heel, 
Heavily __ Per- 
forated. Widths 
A to D. 

No. 4559 Price. . . . $7.00 


BLUESTEIN BROS. SUMMER STREET 











Boudoir Slippers 
IN STOCK 
At Once Delivery 
Blacks $1.75 
Colors $1.90 
Less 5% 10 days 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 
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IN STOCK 


At Once Delivery 


No. 676—Black Suede Ooze Calf, 

2 Eyelette Ox. Welt, Full Louis 

Wooden Covered Heel, A-D, 
$8.00 


EIGNER SHOE COMPANY 


173 Summer St., Boston, Mass. 
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‘Welt Footwear |< 
forWomen } 
WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 

















SUPREME QUALITY 
SHOES FOR MEN 


POPULARLY PRICED 
At Once Delivery 
SAMPLES SUBMITTED 


LANDE-RUTKIN SHOE CO. 


104 READE ST., NEW YORK, N. Y. 





























SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


Boston, Mass. ] 





—nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


OS 


STANDARD FELT COMPANY 








WEST ALHAMBRA CALIFORNIA 
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Caught in the Storm 


Don’t you pity the boy who was bub- 
bling with joy 
At the thought of the orders to, come, 
When just eight feet of snow made him 
sit and eat crow, 
And put his young trip on the bum? 


Iie got halfway to town, when the 
engine broke down, 
While the cars became filled up with 
cold. 
As he shivered and shook, some mean- 
hearted crook 
Walked off with his order book old. 


Then he thought he would walk right 
thro’ to New York— 
It was only about ninety miles— 
His intentions were fine; as he went 
down the line, 
He was covered with all things but 
smiles! 


Ah! a light! here’s a town, he could get a 
shakedown 
In the hotel—oh my, what a thought! 
When the clerk said “‘Oh no! There is 
no place to go 
For of rooms in this town there are 
naught!” 


So he slept on the track till the engine 
came back, 
And the drifts opened up for a while. 
He was covered with ice, what he 
thought wasn’t nice, 
But he still carried with him a smile! 


ST. LOUIS SALESMEN 


Getting Into Their Respective Terri- 
tories—The Price Situation 

The salesmen of the St. Louis houses 
are getting into their territories again 
with the advance Fall samples, and the 
past few weeks have witnessed the 
gathering of the traveling forces at 
headquarters to get the new numbers 
and prices and also to get a new slant 
on the manufacturing and selling situa- 
tion. While none of the men who have 
gone on the road so far have been given 
quotas to sell, as has so often been the 





case in the past, they have set out with 
a very definite understanding that or- 
ders from headquarters are likely to be 
received at any time covering conditions 
affecting their selling and that they must 
be followed immediately. The prices 
which have been so far made indicate 
some advance on the highest grade foot- 
wear, but relatively little change on the 
other divisions and even some reduc- 
tions on the low grade goods. 


SELLS LA CROSSE LINE 


James Richardson an Old Member 
of Chicago Association 


James Richardson, one of the oldest 
shoe travelers belonging to the Chicago 
Association of shoe travelers, is repre- 
senting the LaCrosse Rubber Company 
of LaCrosse, Wisconsin. For many 
years Mr. Richardson has been calling 
on Illinois merchants. Through his 
genial personality he has made a host 
of friends and they are all glad to see 
him with his new line. 


WM. T. MEADE DEAD 


Formerly Traveled for Cady-Ivison 
Shoe Company 


One of the latest victims of the “flu” 
is Wm. T. Meade, traveling salesman 
for the Cady-Ivison Shoe Company, 
whose body was sent to Waltham, Mass., 
for burial. 


THE LEATHER MARKET 
(Concluded from page 139) 

made recently. Colors are bringing 
all the way from 60c to 90c a foot, ac- 
cording to grade, weight and tannage. 
Snuffed leather brings from 5 to 10 
cents less than full grain. Elk leather 
continues popular in unlined shoes and 
brings from 45c to 65c per foot. Horse- 
hide leather continues popular in the 
kid finishes at about 50c to 65c per 
foot. Colored buck is in good demand 
from $1.00 to $1.25 a foot. 

Patent leather manufacturers are 
having a very good business and are 
still delivering on former orders. Prices 
range from $1.00 to $1.10 and some even 
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higher and this leather still enjoys a 
good foreign demand, especially in 
Latin American countries. 

There is an absence of the speculative 
features in the market noted a year ago, 
and shoe manufacturers are buying 
more for their immediate requirements 
and purchasing eather which they 
neglected some time ago. 


Sole Leather Firm 


While there are no material advances 
in sole leather it continues on the same 
basis as a week ago, with a good demand 
and production only about 80% of 
normal. Some tanners have reduced 
their output and hides are relatively 
higher than a month or two ago. Dry 
hide hemlock is selling on a basis of 56c, 
54c and 50c, while some tannages are 
quoted at 57c to 58c for No. 1, 55¢ and 
56c for No. 2, and about one or two cents 
less for medium and light weights. 

There is not much change in oak sole. 
Backs are bringing 85c to 95c, bends 
$1.00 to $1.10 for shoe manufacturers’ 
and sole cutters’ use and $1.15 to $1.20 
for finders’ use, some even at higher 
than $1.20. There is an even trading 
in the other lines of bottom stock and 
no new developments are looked for at 
this writing. 

The latest report on the situation is 
a rather dull market, owing to the severe 
blow dealt all lines of business by the 
big blizzard. There also will be an 
easier feeling with the adjustment of 
the labor demands of railroad em- 
ployes. 





Metal Shoe Fitting Stools 
and Floor 


Mirrors 





No. 141 
Write for THE CHICAGO 
ond Prices WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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Your Windows Reflect the Character 
of Your Merchandise 


Start the day right by forming up boot tops with “AJUSTO” 
Boot Top Forms and your overgaiters with “AJUSTO”’ SPAT 
Forms. Quickly and easily adjusted. Will last for years. No 
~ oy» to get out of order—no screws to adjust. The slide does 
the trick—it expands the form, removes all unsightly wrinkles 
and the boot top assumes a smooth, graceful appearance. The 
cost is small, but results are great. Only $3.00 the dozen, f. o. b. 
Pittsburg, Kansas. Model No. 2 for A and B width boots. 
Mode] No. 3 for C and D widths. Model No. 5 for Spats, sizes 
land 2. If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


DEPT. A PITTSBURG KANSAS 





Showing “‘Ajusto” Boot Top (And remember it’s KANSAS) Showing Pump With Spat Fit- 
Form Before Shoe Is Laced. ted Over “‘Ajusto” Spat Form. 








HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL 
HUB GORE— INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 


52 Chauncy St. 395 Broadway 























Coburn 


Trolley Ladders 


are simple, efficient, in- 
expensive, saving time in 
sales effort. 

Get estimates—send us a 
rough sketch of your store 
interior, showing shelves to 
be reached and let us tell 
you the cost. 

Catalogue on request. 
Coburn Trolley Track Mfg. Co. 


HOLYOKE, MASS. 
TEU 


SS geal 


2 Blind Eyelet 
Shoe Laces 


Ready for the Spring trade. Right 
up to the Nufashond standard of 
neatness and quality. Liberal profits 
for the dealer. 

Ask your jobber. Write us for samlpes. 


The Narrow Fabric Co. 
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Fasric Tip 
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The Influence of the 
BOOT and SHOE RECORDER 


with retail shoe buyers is the greatest aid your 
sales department can possibly have or get 
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THE RUBBER REALM 
(Concluded from page 101) 
unable to move much scrap rtbber. 

Quotations follow: 


Boots and shoes........... 7344@ 8 
Arctics, trimmed........... 6% @— 


Arctics, untrimmed........ 


MENTIONED FOR HALL OF FAME 


Col. S. P. Colt Urging This Fitting 
Tribute to the Memory of Charles 
Goodyear 


An effort to secure a place in the Hall 
of Fame for Charles Goodyear, the 
inventor of the process of vulcanization 
on which rests the whole rubber in- 
dustry today, will be made this year 
by leading figures in the rubber world. 

Elections to the Hall of Fame take 
place every five years, and 1920 is one 
of the years for making selections. Col. 
S. P. Colt, chairman of the Board of 
Directors of the United States Rubber 
Company, has already inaugurated a 
movement to bring the claims of 
Charles Goodyear to the attention of the 
one hundred electors who will vote on 
candidates, and as a first step has 
written a letter of formal nomination to 
Robert Underwood Johnson, director 
of the Hall of Fame. 

The claims of Charles Goodyear 
have been brought to the attention 
of electors at past elections in an un- 
ostentatious way, but rubber had not 
attained, even so late as the last 
election in 1915, the place of im- 
portance in American business it holds 
today. In 1914 the total production of 
rubber goods in the United States 
amounted to only $320,000,000. In 
1918 the output was nearly four times 
as great, $1,122,000,000. 


Rubber Footwear Prices 


Price announcements for rubber foot- 
wear made on January 1 by the United 
States Rubber Company for the current 
year show an average increase of ap- 
proximately twenty per cent on the full 
line. 

On January 1, 1919, the company’s 
footwear prices were reduced, the 
average reduction for the whole line 
being about five per cent. This price 
reduction followed closely the decrease 
in the cost of materials that came soon 
after the signing of the armistice. 
During the past year the cost of these 
materials mounted to even higher 
levels than during the war, and the 
increases in footwear prices which 
have recently gone into effect are a 
result of the higher cost of materials 
and labor. 

Taking the five per cent reduction 
into consideration, the average in- 
crease in prices for the two-year period 
of 1919-1920 is only 15 per cent. 


WANTED TO PURCHASE 








WANTED FOR EXPORT 
Slow Sellers 
YOUR 


Discontinued Numbers 
Surplus Stocks 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will ok. value for your entire or surplus 


stock o 
Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandi Leases taken 
over. We send a representative to in- 
vestigate and make offer upon request 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. 

Sueaiy no object. tate 

years our specialty. 
Bank and mercantile reference. 
BROOKLYN eres | + ane 
FRANK WALKER, 
610 A. cae ~y 
Phone, Stagg 1757 











MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
gearence <. your store. 
ip subject to ap- 
proval ~ satisfaction 
guaran 
Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 














Bicycle 
=e P 
LADDERS § 
are made 


in many 
styles and 


giving fol ae 
scription and 
es 


THE BICYCLE 
a we 


67 Randolph St. 
Chicago - - Til. 


to fit all 
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Boot and ShoeRecorder 


OFFICES IN 


ag ly! OFFICE: 224 Moraine St., Geo. W. 
R. Manager by > one 507. 
CHICAGO OFFICE: 189 West Madison St. Tele- 
hone Main 1089. B.C. Bowen, Manager. 
Ss a OFFICE: 1627 Locust St. B. C. 


NEW YORK OFFICE: Room 102, Graham Bldg. 
127 Ln = i Walter tt, Manager. 
Telephone 959 Wor 

PHI DELPHIA OFFICE: 929 Chestnut St. H. 
Walter Scott, Man nager 

HAVERHILL OFFICE: Chamber of Commerce 
ao oo National Bank Bldg. Geo. 


CINCINNATI OFFICE: 501 First Meteo Bank 
ute a C. Bowen, Tel 


Mai 
ROCHESTER OFFICE: 609 Powers Bldg. 
perenne L. Seward, Western New York Rep- 
tive. Teleph Stone 6314. 
LYNN OFFICE: Fi A. Gannon. 
MILWAUKEE OFFICE: B. C. Bowen, Manager. 
~~ < oe 2 Rue des Italiens. L. Hubbard, 


a Ofice: John C. Pustion, Manager. Man- 
sion House Chambers, Londo 

Australian Office: 430 Lit. Collis St., “Melbourne. 
G. Jervis Manton, Mana: 

Continental Office: William _—_— Manager. 
Wasagasse 2, Vienna, Aap 

ARGENTINA: Gerente, C. M. Elizondo, Calle 
Balcarce 150, Buenos Aires. 

BRAZIL: Gerente, Leon Combacau, Ruaido 
ane eo Rio de Janeiro. 

ntiago, Las Rosas 1123-1127, Otto 

Fuhrimann, Gerente. 

CUBA: Havana, Tate 572, Pedro V. 
Montane’, Gerente. 

SPAIN: Gerente, Leoncio ~ Miguel, Librero- 
Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, pve Elizondo, 4a Del 
Cipres 117, Mexico, D. F. 

——. Office: Yokohoma, J. F. Wagen, 














MISCELLANEOUS 


aTORE LADDERS 
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UNSALABLE SHOES 
and ODDS AND ENDS 


WE ADVISE sou to pis 
ind SHIP THEM POLS. then sy 
the best market price for sain 
ite us, and we will send yor of 
ustomers who have not dealt with us so 
far, we cefer to Corn bxchange National Baok. Hh 
now Proust Co. and Union Prust Go.. albof Chicave 


Franklin Bank of St. Lowi Dun aod Bradstreet 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREET CHICAGO 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 
page per issue: 
Space 1 time 
l inch... . $4.00 
2inch.... 8.00 
3 inch... .12.00 
4 inch... .15.00 


Minimum amount accepted, sixty cents. For other Want ot 
veemanenty, five cents per w for 

amount accepted One Ads under this will be sontived 
up to five o'clock Tuesday P.M. When advertisers lesire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When xr: lesire replies forwarded direct 
to their address, each word of the onion | must be counted in the 
advertisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 


P%iitsioum WANTED—Three cents per word for 


52 times 
$2.00 
4.00 
6.00 
8.00 


26 times 

$2.50 
4.75 
7.00 
9.00 


13 times 
$2.75 
5.25 
7.75 
10.00 


7 times 
$3.00 
6.00 
9.00 
12.00 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


Oaeawasoske | metal reinforced boots and 
shoes to trade; good terri liberal 
American Metal Shoe CoD Dept. 24, 


SALESMEN WANTED SALESMEN WANTED 


WANTED-—Salesman to carry as a side line 
men’s medium-priced specialty line of six 
styles, immediate or — delivery. Write Dud- 
clif & Co., 324 W. Monroe St., Chicago, IIl., stating 
line you are now carrying. 





WANTED handle a side line of 
vici kid nae and low, turn, Comfort shoes. 
To sell only to na retail trade "and i aoe 
pone 1 terms and comm ood 
rritory now a in the Middle West vw South. 
yy B667, —y? —_ and Shoe Recorder, 207 





commi 
Racine. Wis. 








ALESMAN for factory. Line of girls’, misses’ 

and children’s welts and McKays for Dakotas, 
Montana, Washington and Oregon. Quality line, 
salary and ¢ m. Only sal with esta 
lished trade considered. Give reference and full 





South St., Boston’ M 


WAN TED—Shoe salesmen of ability to carry a 
side line of medium grade turn forts, made 
by one of the erect, most shoe manu- 








information in first letter. Apply, Kalt Zi ers 


Mfg. Co., Milwaukee, Wis. 


GALESMAN WANTED. Best side line. Only 
six samples. Retail trade on commission west 
and south of New York. Men's Goodyear welt 
bals and bluchers. Stylish shoes $5.50 to $6.00, 

n metal, mahogany and patent. The Arebest 





ct in the East. IN Cae roposition. Rea- 
sonable prices. Easy sellers usiness builders. 
Six per cent commission. All territories open. 
Only hustlers who can produce results need apply. 
State all in first letter. Address B657, care t 
and Shoe Recorder, 207 South St., Boston, Mass. 





WANTED 
EXPERIENCED SALESMAN 


With reference to sell specialty line of in- 
fants’, , children’ s and m * shoes; also 

e lies and findi in South- 
ern eckieee also Indiana. Either salary 
or commission. Address , care Boot 
and Shoe Recorder, 207 South St., Boston, 


ass. 











WANTED~— Salesman with established trade in 

Ohio and Western Pa. to carry our line of 
high-grade ladies’ shoes. To be am with non- 
conflicting lines. Send reference with first letter. 
Address B611, care Boot and Shoe Recorder, 
South St., Boston, Mass 


SALESMEN 
WANTED 


Factory making men’s high- 
grade work shoes offers splendid 
opportunity for wide-awake, pro- 
gressive men for New England, 
who are well acquainted with the 
trade. Address B691, care Boot 
and Shoe Recorder, 207 South 
Street, Boston, Mass. 


ine. Advise territory covered, other lines carried, 
etc. B687, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


WANTED~ Several side-line salesmen for ladies’ 

high-grade turns. Twenty samples. In-stock 
roposition. Six per cent commission. Territory, 

fiiee and West, Central New York State, New 

 aeeee States. Ap ly, The Shirley Shoe Co., 45 
York St., Brooklyn, N'Y 


WANTED—E ae ee shoe salesman, ac- 
uainted throughout Connecticut and Rhode 
Island. General jeibing line on five per cent com- 
mission basis. Trade well established. Excellent 
opportunity. State present connection. Address 
B684, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
ANTED—Sal i “basis for 
one of the best ot ae complete lines of 
comfort turn shoes carried in stock, for the follow- 
ing States: Michigan, Illinois, Indiana, Wisconsin, 
Minnesota and Southern Ohio. pe oppor- 
tunity for the right men. Write fu particulars of 
experience and give references. B683, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED to cover State of Iowa 

with a long, strong line of children’s shoes car- 
ried in stock in Milwaukee. The Northwestern 
Shoe Co., Milwaukee, Wis. 


SALESMEN WANTED for children’s, misses’, 

growing girls’ and women’s welt line. Territory 
open, New Jersey, New York, Pennsylvania and 
Ohio. Interested only in experienced men. Ad- 


ee ElKay Shoe Co., 145 Duane St., New York Salesman Wanted 


WANTED—Salesman, Western Iowa, also 
Northern Nebraska. Specialty line of ladies’ 
fine shoes and low cuts and fancy felt slippers. 
Six per cent commission. Address B674, on 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
(THOROUGHLY established salesman wanted to 
sell New York Novelty Stock line in Brooklyn, 
also Jersey and Connecticut territories. Salary 
and commission. Give full particulars in first 
letter. Bleecker Shoe Company, 148 Duane St., 
New York City. 


WE HAVE several openings for real shoe sales- 
men who have covered the South and West; 
also a man who would like to cover the East. We 
manufacture men’s Goodyear Welt Shoes. Our 
fame meee is on a straight commission basis. All 

r shoes are manufactured in Brockton, Mass. 
yy me B680, care — and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMEN WANTED—For women’s specialty 
line of high grade shoes; commission ~—— 
estern Pennsylvania and vicinit 
—— ay only in experienced men with head- 
er in territory. W. T. Holmes Company, 
5 N. 4th y ‘Phtiadelphie, Pa. 


ANTED—Enxperienced salesmen for h 
Wine line of men’s, boys’ and y -~ bdo 


TEXAS 
OPENING FOR SALESMAN 


Exceptional opportunity for a real sales- 
man of high calibre, who has established 
trade on men’s fine dress shoes among the 
best stores in Texas and Oklahoma. 
MARION SHOE COMPANY, 
Marion, Ind. 




















Road Salesman Wanted 


EXCLDSIVE Ga Daas HOUSE LO- 

















A 
B677, CARE BOOT & SHOE RECORDER, 
SECURITY BLDG., CHICAGO, ILL. 

















Strictly high-class man _ with 


wide acquaintance and experi- 
ence in the trade, to carry high- POSITION WANTED 
grade line men’s and women’s MAN. age 32, now managing a retail shoe store 
Goodyear Welts. Pacific Coast in Ohio doing over hundred thousand dollar 

business yearly. salesman and _ all-round 
from Denver, West. State full man now Fo for position. Address B685, care 
particulars in first letter, giving md and Shoe Recorder, 207 South St., Boston, 
age, experience and annual sales. 
Apply the Manss-Owens Com- 
pany, Gest & Evans Sts., Cin- 
cinnati, Ohio. 











| pe years’ experience in exclusive shoe stores 

nd shoe departments. Know the game. 
Want position as buyer or assistant buyer. Age 27. 
Married. Address B689, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














TWO GOOD SALESMEN FOR SOUTHERN 


HELP WANTED 
AND SOUTHWESTERN TERRITORIES. 


HIGH-GRADE, UP-TO-DATE McKAY. WANTED—A first-class man as manager in 


STRICTLY COMMISSION BASIS. men’s shoe store. One of a chain of stores. 
SAMPLES READY MARCH 15. THE This is an opportunity. for the proper party to con- 


JOHN FENTON SHOE MFG. CO Paamertandidonteneie! 
Good commission; either straight or side line; good ; id 











or; —— 
in the men’s retail shoe trade in fn New Yor i Li 
territory The Morr Shoe Mf, 1g. Co. COLUMBUS, OHIO. 


salary. State age and experience. All pM ory 
cations confidentially treated. Address K269, care 
Ohio. Boot and Shoe Recorder, 127 Duane St., New York. 














